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620 SOUTH MICHIGAN AVENI 











GAS AND SOOT 
CONSUMING 





urnace 














URNING 

Soft Coal HERE is 
and its SMOKE not a more 
AND GASES thorough GAS, 
with the Weir SMOKE AND 
is a FACT. SOOT burning 
The Weir device on the 
dhe sinc market than 
erga the WEIR gas 
tion. and soot con- 
MORE HEAT suming FRE- 
Less" FUEL POT. 























[i IS a well known fact that ordinarily in burning soft coal about half its heating value in rich burnable 
gases in the form of black smoke goes up the chimney. 

The patented construction of the fire pot used in the Weir causes all SMOKE and GASES to be burned 

thereby securing all the heating value from the fuel. 

Your prospective customers who want not only a high class furnace, but also the furnace that BURNS 

SOFT COAL effectively and economically will want the WEIR. 

Let us tell you how we can send these prospects to you to buy the WEIR. 


Write today for complete catalog and special circular, ‘‘It Does S ave Coal’’ 


Ohe MEYER FURNACE CO. - - PEORIA, ILL. 
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MAHONING |! 


Furnace 


This company was 


established in 1902 


We will be here ten, 
twenty or fifty years 
from now ready to 
stand back of our 
dealers. 
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THE MAHONING FOUNDRY CO. 


622 Poland Ave. {M YOUNGSTOWN, OHIO 
COT, aaa. 


NIAGARA PIPELESS 
FURNACES 


Saves one-third of the fuel. 


A super-heater. 
Burns any kind of fuel. 


Darable, efficient, and 
more than economical. 
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Et ; Write for catalogs, prices and terms. 


Made by 


THE FOREST CITY FOUNDRY 
& MANUFACTURING CO. 


1220 Main Avenue Cleveland, Ohio 


One of the oldest manufacturers 
of furnaces in the United States. 
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HALF 


AND HALF IS RIGHT ONLY WHEN IT IS 


FIFTY- FIFTY. 


A few weeks ago the United States Supreme 
Court rendered a decision against a hosiery 
company which is of more than ordinary im- 
portance, although probably very few busi- 
ness men paid much attention to it at the time. 

The decision was in line with former de- 
cisions with regard to the Pure Food act in 
which the so-called “commercial practices and 
of calling a can of beans containing 
etc., were 


usages” 
less than a pound a 
prohibited. 

Milton E. Lissberger, President of the 
Marks Lissberger & Son, Incorporated, man- 
ufacturers of white metals, Long Island City, 
New York, made an address a few days ago 
before the Metal Branch of the National 
Hardware Association at its meeting in Cleve- 
land, in which he called attention to practices 
in the metal trades that were affected by this 
decision, such as for example the stamping of 
solder as “half and half,” when the proportion 
of tin and lead was all the way from 49 and 
51 to 40 and 60. 

In the furnace business we have so-called 
24-inch fire pots that measure less than 23 
inches, and 1,000-pound furnaces that weigh 
as low as 750 pounds. We have registers that 
are supposed to have a free air space of 65 per 
cent when as a matter of fact they can not 
possibly furnish more than 50 per cent. 

We have in builders’ hardware so-called 
bronze door locks and fittings that are made 
of cast-iron with a bronze plating. We have 


“pound can,” 


so-called brass screws that originated from 
the scrap iron yard and were “dipped” in a 
very thin brass lacquer. 

One of the features of the educational cam- 
paign carried on by the Copper and Brass Re- 


search Association is the work they are do- 
ing to show why it is poor economy to 


use these cheap imitations of real copper, brass 
or bronze. 

The retail hardware merchant, the sheet 
metal contractor, the warm air furnace in- 
staller—every man who is in business to sell 
anything made of metal can well afford to call 
his customers’ attention to the fact that when 
he sells any article it is exactly what he claims 
it to be and not some cheap imitation, 

There are people who will buy only low 
priced merchandise. It progressive 
merchant’s business to see that they know just 
what they are buying—and especially when 
they buy from him. 

Calling a spade a spade, is good practice and 
when you stick to that policy, there can be no 
just claim against you. 

The following sentence from the decision 
referred to is worthy of special notice: 

“Everything which raises the standards of 
business morality benefits business.” 

During periods of heavy competition for 
sales unfair practices are likely to creep in. 
Now that we are on the road to good times 
once more, let us keep our business morality 
up to the standards of this decision. 


is the 
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Random Notes and Sketches. 


By Sidney Arnold 














N explanation has just been 

found for the uncommon sense 
of exhilaration experienced in prac- 
tically all the radio receiving sets in 
the New England states. The en- 
tire state of Vermont has become a 
broadcasting station of joy by the 
presence there on their honeymoon 
of Mr. and Mrs. Charles S. Trott. 


Mr. Trott, Sales and Advertising 
Manager of Parker Supply Com- 
pany of New York, was married to 
Miss Ida Evelevsky of Springfield, 
Massachusetts. The ceremony was 
performed Sunday, June 4th, at 
Victory Hall, Springfield, Massa- 
chusetts. 

*K kK *K 

Eleven pike in one day—three of 
them over ten pounds in weight— 
is the record achieved by George 
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B. Carr of Carr Supply Company, 
Chicago, Illinois. 

He is fishing at Laona, Wiscon- 
sin. He is having the time of his 
life and in his heart of hearts 
doesn’t care if he never comes back 
to Chicago. 

The number and weight of the 
fish are attested by witnessess 
whose veracity has never been ques- 
tioned in the history of the State of 
Wisconsin. 

*K * * 

In choosing a “safety first” slogan 
for one’s business it is well to make 
it sound plausible, says R. L. Kahle 
of Quick Meal Range Company 


Division American Stove Company, 
St. Louis, Missouri. He quotes the 
following example: 

During a fire prevention campaign 
the teacher had impressed upon her 
pupils the slogan, “Don’t use 
matches carelessly. Remember the 
great Chicago fire.” 

Later, during a health campaign 
the slogan, “Don’t spit,” was intro- 
auced. 

“Why do we use this slogan, 
Johnny ?” asked the teacher. “Don’t 
spit—remember the great Johns- 
town flood,” gravely answered 
Johnny. 

ae le 

All near-sighted men should wear 
glasses in order to avoid needless 
embarrassment, says Frank I. 
Eynatten of Peoria, Illinois, secre- 
tary of the Illinois Auxiliary. 

He relates a story by way of illus- 
tration: 

She was extremely thin and very 
sensitive on the subject. He was 
near-sighted. Absently, he had been 
running through a bunch of pic- 
tures on the parlor table, holding 
each close to his eyes. 

“T think your new photographs 
are lovely,” he remarked. “Such 
an improvement! You're growing 
more beautiful every day.” 

She burst into tears. 

“You're horrid!” she cried. “You 
know those aren’t my photographs. 
They’re X-ray pictures the doctor 
took of me the other day.” 

= 2 


The tragic side of bootlegging is 
suggested in this bit of grim humor 
sent me by Josiah Borden of Bor- 
den Stove Company, Philadelphia, 
Pennsylvania : 

“IT am ready to deliver, sir,” re- 
ported the prosperous bootlegger’s 
assistant as he rolled around in the 
delivery limousine one morning. “I 
am to make the rounds of all the 
houses with blue cards in the win- 
dows, you say?” 

“Yes,” directed Mr. Boozeshine. 
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“But—ah—wait. Not all of them, 
You need not leave anything at any 
of the houses with crepe on the 
door.” 

ok K ok 

R. J. Fulton, sales manager of 
the Hoosier Stove Company, Mar- 
ion, Indiana, was commenting on a 
certain governmental bureau: 

“It’s a mighty polite bureau,” he 
said thoughtfully. “Why, they 
never fire a man in that depart- 
ment. They ask him to tender his 
resignation. And _ tendering, you 
know,” and Friend Fulton smiled, 
“tendering makes it less tough.” 

x * x 

Acknowledgment is hereby made 
te Joseph Stearns of Stearns Reg- 
ister Company, Detroit, Michigan, 
for this story: 

Pat had been hurt. It wasn’t 
much more than a scratch, but his 
employer, with visions of being 
obliged to keep him for the rest of 
his life, sent him to a hospital for 
examination. The house surgeon 
looked him over and then pro- 
nounced : 

“As subcutaneous abrasion is not 
observable, I do not think there is 
any reason to apprehend tegumental 
cicatrization of the wound.” 

“Ah,” said Pat in relief, “ye took 
the very words out of me mouth.” 
* * K 

The diplomats are not all in the 
service of governments, in the opin- 
ion of W. L. Seelbach, treasurer 
Walworth Run Foundry Company, 
Cleveland, Ohio. 

- He relates the subjoined incident 
in support of his opinion: 

“T’ve decided on a name for 
baby,” said the young mother. “I 
shall call her Euphrosyne.” 

Her husband did not care for the 
suggestion, but being a tactful fel- 
low, he was far too wise to say so. 

“Splendid!” he said cheerfully. 
“The first girl I ever loved was 
called Euphrosyne, and the name 
has very pleasant memories for 
me.” 

There was a brief silence. Then: 

“We will call her Elizabeth, after 
my mother,” said the young wife 
firmly. 
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The Latest News About Stoves and Ranges 


Items and Discussions of Interest to the Manufacturer and 
Retailer of Kitchen Ranges, Heating Stoves and Accessories. 


Some Forms of Solid-Top Gas 
Stoves Are Harmful. 

Some solid-top gas stoves with- 
out a flue connection are a menace 
to health and do not even possess 
the advantage of increased econ- 
omy in gas consumption. 

The Bureau of Standards of the 
Department of Commerce has been 
investigating the principles in- 
volved in the designing of gas 
stoves and burners and has found 
that some devices which are being 
sold to the public as “gas savers” 
are in reality very dangerous ar- 
ticles. 

One scheme which it is under- 
stood is in quite general use is to 
place over an ordinary gas stove 
designed with a grid top and with- 
out a flue, a solid metal top cover- 
ing the whole area of the stove. 


The use of such an arrangement 
is said to give a larger heating sur- 
face, so that articles can be heated 
although not directly over the 
burner. 

Practical tests have shown that 
the heat is insufficient to do any 
cooking at all except directly over 
the burner and even over the 
burner, it takes twice as long to 
boil a kettle of water as over an 
ordinary open top. 


The higher this closed top is 
above the flame the less dangerous 
it will be from the point of view of 
generating poisonous gases, but the 
greater this distance is made, the 
less will be ihe heating effect. 

The Bureau’s work shows that 
the main result of using any device 
of this kind is to cut down the 
heating efficiency and to produce 
large quantities of carbon monox- 
ide, an extremely poisonous gas. 

The Bureau wishes to gather as 
much information as possible about 
this whole problem. 

It requests users of these solid 
tops to write to the Department of 
Commerce concerning results se- 


cured. Address the Bureau of 
Standards, Department of Com- 
merce, Washington, D. C., atten- 
tion of the Gas Engineering Sec- 
tion. 





Now Is a Good Time to Quicken 
Sales of Oil Stoves. 


Right now is a good time to put 
forth special effort toward enlarg- 
ing the volume of your sales of oil 
cooking stoves for home and camp- 
ing purposes. 

Sit down and make a mental re- 
view of your methods of selling oil 
stoves. 

Study the advantages of oil stoves 
in the manufacturers’ literature and 
in the facts of your own experi- 
ence. 

Inasmuch as none of us is per- 
fect, you will find some weak spots 
in your selling arguments. 

Devote some of your time to 
strengthening your forces of sales- 
manship with regard to oil stoves. 

The season for camping, fishing, 
and motor outing has already start- 
ed, arid there is plenty of business 
to be had in the sale of camp stoves 
of various types, with or without 
oil burners. 

When you have made the im- 
provements suggested by such an 
analysis, then get up a new set of 
oil stove advertisements and word 
them in the same way in which 
vou talk. 

Go out after more business along 
this line. 





Clark Jewel Intermediate Catalog 
Is Ready for Distribution. 


Intermediate Catalog No. 115 of 
Clark Jewel Gas Stoves of George 
M. Clark & Company, Division 
American Stove Company, 179 
North Michigan Avenue, Chicago, 
Illinois, is ready for distribution 
among dealers. 

All the gas stoves illustrated and 


catalog are 
Lorain Oven 


described in this 
ejuipped with the 
Heat Regulator. 

This device gives a standardized 
measure of heat, as setting the 
wheel at the desired notch is de- 
clared always to produce the same 
heat.and so give the same cooking 
and baking results. 





To Win Trade, Follow the Irish 
Lawyer's Method. 


A story is told of an Irish lawyer, 
who, being asked how he always 
managed to get a decision from a 
jury, replied, “I make ’em under- 
stand! First I tell °em what I’m 
going to tell em; then I tell ’em; 
and then over and over again I tell 
‘em what I told ’em.” 


In the foregoing lies one of the 
greatest elements in successful ad- 
vertising, versus the intermittent 
type of publicity, wherein an adver- 
tiser “tells ‘em what he is going to 
tell ‘em,” and then doesn’t follow 
up this lead with conscientious, con- 
tinuous telling. 

Or where the advertiser is of an- 
other type who simply abruptly 
“tells ’em’’ without any introduc- 
tory matter leading up to his “tell- 
ing ’em” and stops there, or he is 
of a third type which, concluding 
that he has told enough when he has 
once or twice or thrice told his 
story, stops, instead of continuing 
to tell it again and again, and many 
times again, each time couched in 
either changed phraseology, or 
change of contour of copy, or both, 
which changes help both to drive 
home and give spice to the telling 
of the old, old story in a way to 
make it new. 

The way to advertise is the 
method of the Irish lawyer, first 
“tell ’em what you are going to tell 
’em,” then “tell ‘em,’ and then 
many times “tell em what you told 
em.” 
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Events and Progress of the Hardware T'rade. 


What the Retailers, Jobbers and Manufacturers Are Doing. 
Latest Selling Methods and Experiences of Successful Men. 


Chicago Hardware Dealers Get 
Ready for Annual Outing. 


Announcement is made by Wil- 
liam Triesselmann, 3003 Belmont 
Avenue, chairman Entertainment 
Committee Chicago Retail Hard- 
ware Association, that the annual 
outing of the organization will be 
held Wednesday, July 19th, at Riv- 
er Grove, Willow Springs, Illinois. 

A lively program of games and 
other diversions is being prepared 
and a number of prizes will be of- 
fered for winners in the various 
contests. 





Southern Hardware Jobbers Appeal 
from*Federal Trade Commission. 


Holding that the decision of the 
Federal Trade Commission against 
the Southern Hardware Jobbers’ 
Association charging them with un- 
fair competition, is unsupported by 
facts and testimony, an appeal has 
been made to the United States Cir- 
cuit Judge of the Fifth District for 
a review of the case. 

Judge R. W. Walker, United 
States Circuit Judge, has granted 
an appeal and has ordered the Fed- 
eral Trade Commission to certify 
and file in his Court a transcript of 
the record in the case. 

It is the confident belief of all the 
members of the organization that a 
review of the proceedings will re- 
sult in a complete vindication of the 
Southern Hardware Jobbers’ Asso- 
ciation. 





Ohio Hardware Men Form a 


District Association. 

Hardware dealers from Summit, 
Medina and Portage counties, Ohio, 
met Thursday night, June 8th, in 
the offices of the Akron Merchants’ 
Association for the formation of a 
retail hardware district organiza- 
tion. 

The meeting was attended by 75 
interested members. 


President George Pfarr presided. 
He told of the necessity of co-oper- 
ation among dealers. 

Following his address Willis Pet- 
tit was named vice-president. 

The following committees and 
chairmen were appointed: Mem- 
bership, G. F. Reinker; finance, 
Crannell Morgan; entertainment, 
Irving Barth; convention, John 
Getz. 

The next meeting will be held on 
July 7. 





Trade-Mark Is Registered 
in Patent Office. 


Under number 156,619, The 
Cleveland Twist Drill Company, 
Cleveland, Ohio, has obtained Unit- 
ed States Patent Office registration 
for the trade-mark depicted here- 
with. 

The particular description of 
goods to which it applies is metal 





tools, 
sockets, drill holders, drill chucks, 
arbors, mandrels, taps, mills, mill- 


working = small namely, 


ing cutters, counter sinks, and 
counter bores. 

Application for registration was 
filed December 31, 1921, and the 
Company claims the use of this 


trade-mark since September 15, 


1893. 





Gives List of Committees 
for Hardware Congress. 


Various committees who will 
have charge of the entertainment 
features of the National Retail 
Hardware Congress, to be held 
June 19th to 23rd at Hotel Sher- 
man, Chicago, Illinois, are as fol- 
lows: 


Committee on Theater Party—William 
E. Stauber, Chairman; Mr. B. J. Haw- 
kins, Mr. David Zweifel, Mr. F. G. Rus- 
sell, Mr. E. A. Burke. 

Committee on Auto Trip—Mr. Herman 
G. Gnadt, Chairman; Mr. Wilber Con- 
nell, Mr. S. Koehler. 


Group No. 1 Committee—Mr. and Mrs, 
S. Koehler, Mr. and Mrs. Gus Engel- 
hardt. 

Group No. 2 Committee—Mr. and Mrs. 
David Zweifel, Mr. and Mrs. Wilber 
Connell. 

Group No. 3 Committee—Mr. and 
Mrs. Fred Ruhling, Mr. and Mrs. John 
Wallace. ax 

Group No. 4 Commitiee—Mr. and Mrs. 
A. Brauer, Mr. and Mrs. Charles Stasek, 
Mr. Herman G. Gnadt. 

Committee on Marshall Field & Co.— 
Ladies Committee. 

Committee on Boat Trip—Mr. William 
Triesselmann, Chairman Refreshment 
Committee; Mr. John Schubert. 

Committee on Dancing—Mr. J. Clar- 
idge, Chairman; Mr. Martin Engelhardt. 

Committee on Trip to Waukegan—Mr. 
Meaker, Mr. Patterson, Mr. H. A, 
Squibbs, Mr. E. A. Burke. 

Ladies Committee—Mrs. John Schu- 
bert, Chairman; Mrs. Gus Engelhardt, 
Mrs. John Wallace, Mrs. Fred Ruhling, 
Mrs. S. Koehler, Mrs. William Triessel- 
mann, Mrs. A. Brauer, Mrs. Charles 
Stasek, Mrs. William E. Stauber, Mrs. 
Wilber Connell, Mrs. John Hora, Mrs. 
Frank Burke. 





The Big Ship ‘‘Seeandbee’’ I's 
Now on the Route. 


The largest and most costly pas- 
senger steamer on inland waters of 
the world, the Great Ship “See- 
andbee,” with her sister ship, 
Steamer “City of Buffalo,” is now 
operating daily between Cleveland 
and Buffalo. 

The Great Ship “Seeandbee” is 
500 feet long, 98 feet 6 inches wide. 
has 500 staterooms and 24 parlors 
de luxe, providing sleeping accom- 
modations for over 1,500 passen- 
gers. In magnificence of appoint- 
ment she probably is not excel!ed 
by any vessel afloat. 

Passengers may board C. & B. 
Line steamer at Cleveland or Buf- 
falo any evening at 9:00 (Eastern 
standard time), enjoy a night of 
refreshing sleep and arrive at des- 
tination following morning at 7 :30. 

A special Car-By-Steamer serv- 
ice is maintained for automobile 
tourists and it is evident from the 
ever-increasing number of motorists 
who place their cars aboard C. & B. 
Line steamers that this service is 
immensely popular. 
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Advertising Sporting Goods Puts You into 
Close Touch with a Big Part of the People. 


There Is Substantial Profit in Such Goods and the Sales 
Bring You Customers for Other Articles of Hardware. 


OFFIN nails do not lend them- 
selves gracefully to profitable 
advertising. 

You may have in your hardware 
store other hardware which would 
be suitable for coffins or at least 
for the boxes in which coffins are 
enclosed, but it would not pay you 
to devote much newspaper space to 
advertise them to the general pub- 
lic. 

In other words, the best advertis- 
ing is that which will reach the 
largest average number of people 
and influence them to satisfy their 
requirements by buying goods at 
your store. 

By pushing to the front the class 
of commodities which are most in 
demand, therefore, you get in touch 
with the biggest number of pro- 
spective customers. 

This is quite plain to anyone who 
gives it a moment’s thought. 

Demand varies with the seasons 
of the year. 

Snow shovels and ice skates are 
not in demand in Yuma, Arizona, 
at any time of the year and 
there is no call for them in Chicago, 
Pasadena, Tampa, or Niles Center 
during the spring, summer, and 
fall. 

This is only another way of say- 
ing that the selling activities of the 
store should be concentrated upon 
the goods which are most in de- 
mand. 

Of course, certain hardware com- 
miodities sell all the year round and 
do not require intensive selling 
effort. 


But in order to sell all-the-year- 
round commodities in larger vol- 
ume, you must attract the people 
to your store. 

Therefore, you should adjust the 
selling forces of your business in 
such a way as to get the biggest re- 
turns from the day to day demand 
of the people. 

In looking about for a medium 


which will enable you to gain the 
attention and hold the interest of a 
big percentage of the people at this 
time of the year, you will find that 
sporting goods admirably serve that 
purpose. 

There are many 
which you can win the notice of 


methods by 


the people. 

For example, you can start a fish- 
ing contest in which prizes are 
awarded for the biggest bass or 
trout caught with rod and reel. 

But in making up your advertise- 
ment of such a contest you must be 
careful not to violate any of the 
Federal laws prohibiting lotteries. 

Contests in which 
awarded are permissible where no 


prizes are 


charge or consideration of any kind 
is required of those who may de- 
sire to compete. Contests which 
involve the purchase of goods or 
services are in violation of the pos- 
tal lottery laws. 

So, you can make your advertise- 
ment broad and liberal, relying 
upon the good will which it will 
create to induce people to buy fish- 
ing supplies at your store. 

A sportsmen’s fishing contest is 
certain to appeal to a great many 
people. No one as yet has satisfac- 
torily worked out the psychology of 
fishing—not even the renowned 


Isaak Walton. 


Inches and ounces have a trick of 
multiplying themselves when the 
matter of describing the fish that 
got away comes up for conversa- 
tion. 

There is a pleasant rivalry among 
those who fish. The majority of 
fisher folk seem to be much proud- 
er of the fish they catch than of 
any other achievement of their lives. 

So, a fishing contest is a great 
stimulus to trade. 

Another part of the sporting 
goods trade which yields good prof- 
it to the dealer is the sale of guns, 
rifles, and ammunition. 
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The Palace Hardware Company, 
whose advertisement is herewith re- 
printed from the San Francisco 
Journal, San Francisco, California, 
furnishes an example of effective 
merchandising in offering special 
price concessions for high-grade 
shot guns and rifles. 


Only shot guns and rifles of well 


“GUNS. 


Below Cost! 


We are disarming! The balance 
of our stock of rifles and shot- 
guns will be closed out at a 
sacrifice, This is your chance 
to get a high-grade gun at less 
than actual cost, 





Shotguns 
Ithaca-Field (Ejector) 16/30— 
Was $52.50—Special $43 
Parker-Trojan 12/30— 
Was $55.00—Special $45 
L. C. Smith “Ideal” 16/28— 
Was $55.50—Special $47 


Rifles 


Savage “30”— 

Was $46.00—Special $35 
Winchester 25/35 T. 0.— 

Was $54.25—Special $41 
Mannlicher 6.5 mm.— 

Was $55—Specia2l $44.50 
Remingtcn Carbine 30.30— 

Was $49.50—-Special $40 
Remington Automatic “25”— 

Was $62.00—Speciai $50 
Remington Repeater 22 shori— 

Was $25.25-—Special! $20 
Similar reductions on various 
other models. Call or send for 
complete price list, 


PALACE 
HARDWARE CO. 


SAN FRANCISCO’S LEADING 
HARDWARE STORG 


581 MARKET ST. 


Sutter 606O 


“CORBINWARE” | 








ina 





Advertisement of Palace Hardware 
Company, Reprinted from the San 
Francisco Journal, San Fran- 
cisco, California. 


established reputation are listed in 
this advertisement. 

The prices are clearly stated, and 
the old price is given first, followed 
by the new price, showing a very 
definite gain in favor of the pur- 
chaser. 

In every community there are 
people who enjoy hunting with shot 
guns and rifles. 
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Moreover, the growth of rifle 
clubs in all parts of the country is 
so continuous and steady that there 
is a constant prospective market for 


ment of the Portage Lake Hard- 
ware Company, Limited, whose ad- 
vertisement is reproduced herewith 
from the Houghton Gazette, 





Sporting Goods 


* All Kinds 





We are jobbers and make special prices to clubs 


CENTRAL HARDWARE 





Advertisement of Central Hardware Store, Republished from the Ironton Regis- 
ter, Ironton, Ohio. 


the sales of rifles in practically ev- 
ery hardware dealer’s territory. 

In the old days when the red flan- 
nel. shirt was the badge of sturdy 
manhood, lawn tennis was looked 
upon as a game fit only for molly- 
coddles. 

But. times have changed and 
standards of value have undergone 
profound alterations. 

In our day, tennis is a game for 
upstanding he-men. It calls for 
speed, cleverness, muscular control, 
and physical fitness of the highest 
order. 

It is a game which is growing in 
favor with the general public. 

Hence, the hardware dealer who 
features lawn tennis supplies in his 
advertising is talking to a widening 
circle of prospective customers. 

The Central Hardware Store of 
Ironton, Ohio, whose advertisement 
is reprinted herewith from the /ron- 
ton Register of that city, uses the 
lawn tennis racquet as a symbol of 
sporting goods in this particular 
copy. 

Of a truth, we have progressed 
very far from the old rough days 
when a tennis racquet can be ac- 
cepted as a symbol of sporting goods 
in general. 

It will be noted in the advertise- 


Houghton, Michigan, that special 
terms are offered to clubs and 
schools for baseball supplies. 


AND HARDWARE 


RECORD June 17, 1922 
chandising because it increases the 
velume of sales and secures the 
good will of definite organizations 
in the community. 

Whenever a hardware dealer suc- 
ceeds in getting his store recognized 
as the official source of supplies for 
a club or school, he acquires a 
strong hold upon the favorable in- 
terest of the neighborhood. 


Especially when he follows up 
this success with active participa- 
tion in community affairs and be- 
comes known as a good fellow, he 
has little difficulty in winning the 
regard of the parents of the young 
folk of school and community clubs, 

Then when the question arises of 
buying paints, screens, locks, house- 
hold tools, kitchen utensils, stoves, 
ranges, washing machines, or other 
commodities, he is likely to have 
first opportunity to make the sale. 

A graphic way of presenting fish- 
ing tackle to the imagination of the 
prospective customer is used by the 
Soo Hardware Company, in the ad- 
vertisement herewith reprinted from 





WE ARE DISTRIBUTORS OF 


Spaulding & Son’s 
Base Ball Supplies 


COME IN AND SEE OUR STOCK. 


We make special terms to Clubs and Schools. 
MONDAY ONLY we will give a Baseball Bat with every 


20c ball purchased by boys under eight vears old. 








PHONE 91 





Portage Lake Hardware Co. Ltd. 


THE WINCHESTER STORE 








Advertisement of Portage Lake Hardware Company, Reprinted from the Hough- 
ton Gazette, Houghton, Michigan. 


The Central Hardware Company 
of Ironton, Ohio, also offers spe- 
cial prices to clubs. 

In the main, this is good mer- 


the Sault Ste. Marie News, Sault 
Ste. Marie, Michigan. 

More than half of the space of 
the advertisement is devoted to an 
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illustration which awakens mem- 
cries of the joys of fishing in by- 
gone days. 

Only a cynic of the most pro- 
nounced type would remain un- 
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Hardware Company devotes the 
reading matter of this advertise- 
ment to an argument in behalf of 
quality. 

The advantage of these different 
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with things which most of the peo- 
ple of the community like and en- 
joy, this kind of publicity helps in- 
dividualize the hardware merchant 
in the minds of the folk. 


It gives him a friendly, precise 
personality, and makes the people 
think of him as a human being rath- 
er than as a proprietor of a store 
who is only vaguely thought of in 
connection with the name of the 
store. 


ERT e SE aS ON Ss a PLO ES, 





b] 
They’re 
Biti 

iting 
—Just as foolish as trying to 
shoot a duck with a eap-pistol 
is the man who goes fishing 
with inferior tackle. The only 
fish he’ll get will be those that 
die laughing at iis line. 
—Our fishing tackle is made 
for the real fisherman and 
gives the amateur a decided 
handieap. They’re responisi- 
ble for most of the fisli stories 
you hear, and you ean‘t lielp 
believing them once vou see 
such fishing equipment. 


SooHardwareCo 


— Season Opens May list — 











Hold Frequent Store Meetings 
with Your Employes. 

It may soothe your vanity but it 
will not increase your bank account 
to conduct your store from the 
angle of an absolute monarchy. 

The successful merchant is the 
one who frequently confers with 
his employes and who works with 
them to the end that they may work 
with him instead of for him. 












One of the best ways to increase 
your volume of business is to get 
all your employes together at fre- 
quent intervals for heart-to-heart 
talks in store meetings. 









Encourage everyone to speak 
plainly on every topic connected 
with the business. 

Thus, helpful ideas are ex- 
changed, loyalty is promoted, and 
enthusiasm sustained. 

















Wants a Position, 


I want a place in your store. 

I will be one of your greatest 
workers. 

I will get new business for you 





every day. 

I will always be on the job. 

I will be on hand before the store 
opens in the morning. 

I will stay and work for you after 
all others have gone. 

I will be enthusiastic 
about you. 

I will tell everybody about you 
and your merchandise. 

I will increase your efficiency 
many times. 


always 


Advertisement of Soo Hardware Company, Reprinted from the Sault Ste. Marie 
News, Sault Ste. Marie, Michigan. 





moved by the pleasant anticipations 
of forthcoming joys which are 
brought up by this charming pic- 
ture. 

Instead of quoting prices, the Soo 


types of advertisements of sporting 
goods does not end with the sale of 
sporting goods. 

By putting the hardware dealer 
before the community in connection 


I won’t ask you for a cent of 
salary. 

I am absolutely necessary to your 
business. 

I am the Window Card. 
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Suggestions and Plans for Window Displays. 


Instructive Examples from Exhibits in AMERICAN ARTISAN 
AND HarpwaRE Recorp Window Display Competition. 


WINDOW DISPLAY GETS 
HONORABLE MENTION. 


Good use is made of manufac- 
turers’ advertising posters in the 
window display shown in the ac- 
companying illustration. 

This display was arranged and 
put in place by A. Scalise for the 


play, which give the impression of 
brightness, high finish, and good 
workmanship without glare or daz- 
zle. 

This result is achieved by intelli- 
gent handling of the background 
and tools with highly polished sur- 
faces which reflect a maximum of 
light. 


ter I made myself and used for 
tools only. 

“These shelves are constructed of 
wood covered with black felt.” 

Without conveying the slightest 
suggestion of confusion or crowd- 
ing, Mr. Scalise contrived to intro- 
duce a big variety of tools into this 
display. 





— 


~~ 











\ 








Window Display of Tools Designed and Arranged by A. Scalise for the Palace Hardware House, 913-915 State Street, Erie, 
Pennsylvania. Awarded Honorable Mention in AMERICAN ARTISAN AND HARDWARE RECORD 


Palace Hardware House, 913-915 
State Street, Erie, Pennsylvania. 

It is so well planned that it was 
awarded Honorable Mention in 
AMERICAN ARTISAN AND Harp- 
WARE Recorp Window Display 
Competition. 

Uncommonly distinctive are the 
lighting effects of this window dis- 


Window Display Competition. 


As described by Mr. Scalise, “the 
background is of beaver boards 
painted light gray with top board 
painted white. 

“This, I think, shows up the tools 
to best advantage. 

“Advertising literature and signs 
were used throughout the display. 

“The shelves or steps in the cen- 


He arranged and grouped them 
in such a manner as to render each 
class distinct and complete in itself. 

The appeal of this window dis- 
play is not only to mechanics who 
must have tools for their daily 
tasks, but to every householder as 
well. 

Particularly commendable is the 
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feature of the window display which 
shows certain sets of tools combined 
in convenient tool boxes. 

Often, it is comparatively easy to 
sell a complete set of tools in a con- 
venient tool box to the householder 
who is thinking of buying only one 
or two tools which he happens to 
need at the time of purchase. 

By assembling a set of useful 
tools in such a container, the law 
of association of ideas is brought 
into play and the prospective cus- 
tomer-is strongly influenced to in- 
crease his purchase—either by buy- 
iny the case with its full assortment 
or by adding other tools to those 
which he possesses with the idea of 
approximating such an assortment 
oi tools. 

This window display resulted in 
a notable increase in the volume of 
sales during the period that it was 
on exhibition. 





Supreme Court Decides in Favor 


of Accurate Trade Terms. 


A general clearing up of trade 
terms in all lines of industry may 
be expected as a result of the de- 
cision of the United States Su- 
preme Court in the case of the Win- 
sted Hosiery Company, predicts 
The Bank of America in a pamphlet 
on the subject. 

Every business in which trade 
names and brands have come to 
bear meanings other than the orig- 
inal and which are no longer ac- 
curately descriptive, will now have 
to revise them drastically because 
the Federal Trade Commission, in 
this decision, has proved its power 
to abolish them. 

While the decision deals specific- 
ally with the designation “wool” for 
material which is not all wool, it is 
applicable to all lines of business, 
particularly, says The Bank of 
America, to textiles and clothing, 
furniture and house-furnishings, 
and the metal trades. 

“American business rises to a 
new plane of integrity and dignity,” 
says The Bank of America, “and 
the Federal Government expresses 
a new vision of its duty in the de- 
cision of United States Supreme 
Court that the buyer of goods shall 
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be protected from misleading trade 
names and brands. The decision 
of the Supreme Court in the case 
of the Winsted Hosiery Company 
means the abandonment of ‘caveat 
emptor’ as a principle of American 
business. It means that the seller 
must now beware—that the United 
States stands behind business hon- 
esty. It means that the people of 
this country, as consumers, will re- 
ceive the complete protection of the 
law. 

“The fight has been long and well 
fought. The ‘Printers’ Ink’ ad- 
vertising statutes in many states, 
the vigilance work of the Associ- 
ated Advertising Clubs of the 
World, better business bureaus in 


many cities, courageous publica- 
tions, trade associations, financial! 
organizations and _ professional 


bodies have all done immeasurably 
valuable and difficult work in pro- 
tecting the public from the grosser 
ferms of advertising fraud. 


“But until now the misleading 
trade term appeared to be a fixed 
institution in American business 
which few were inclined to attack. 
‘Trade term’ had almost become a 
synonym for ‘misleading name.’ 

“The babel of business terminol- 
ogy has not been merely an expres- 
sion of underlying laxity of stand- 
ards—it was also a real cause of 
them. 


“In almost every trade and in- 
dustry there has grown up a vocab- 
ulary in which the relevance of 
term to meaning has become obso- 
lete. 

“Now, wherever the reasonable 
meaning of a term to a lay buyer 
differs from an actual description of 
the product named, the law clearly 


demands the use of an accurate 
branding. 
“Misleading trade terms have 


been one of the greatest hindrances 
to truth in advertising. Where ad- 
vertising should have been convinc- 
ing it has merely been persuasive. 
“The trade practices enforced by 
the decision will soon come to be as 
much taken for granted as the pure 
food and drug regulations. 
“*Mahogany’ furniture, ‘strictly 
fresh’ eggs, ‘quart size’ utensils, 
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‘sealskin’ furs, ‘gold’ watches, 
‘panama’ hats, ‘brass’ fittings, ‘silk’ 
dresses—all these and many others 
may be expected to go the way of 
‘wool’ underwear of go per cent 
cotton. 
raises the 
morality 


“Everything which 
standards of 
benefits business. 
“Fair dealing and fair competi- 
tion make for fair prices and fair 


profits. 


business 








Coming Conventions 








National Retail Hardware Associa- 
tion, Chicago, Illinois, June 19, 20, 21, 22 
and 23, 1922. Headquarters, Hotel Sher- 
man. Herbert P. Sheets, Secretary- 
Treasurer, Argos, Indiana. 

Master Sheet Metal Contractors’ As- 
sociation of Ohio, Zanesville, Ohio, 
July 18 and 19, 1922. W. J. Kaiser, 
Secretary, 123 East Chestnut Street, 
Columbus, Ohio. 

Annual Outing of Michigan Sheet 
Metal and Roofing Contractors’ Associa- 
tion, July 25, 26 and 27, to Grand Rapids, 
Chicago and Milwaukee. Frank E. 
Ederle, secretary, 1121 Franklin street, 
Southeast, Grand Rapids, Michigan. 

Sheet Metal Contractors’ Association 
of Pennsylvania, Hotel Lawrence, Erie, 
Pennsylvania, July 27 and 28, 1922. W. 
F. Angermyer, secretary, 714 Home- 
wood Avenue, Pittsburgh, Pennsylvania. 











Retail Hardware Doings 














Illinois. 


Mr. Wilbur of Cairo has retired from 
the hardware business. 

The Patoka Hardware Company of 
Patoka have started men to work on a 
new up-to-date store front. 

C. C. Payne of St. Petersburg, Flori- 
da, has purchased an interest in the 
English-Slaten Hardware Company in 
Jerseyville. , 

Iowa. 

G. E. Childs has purchased the 
Authier hardware stock at Westfield. 

W. F. Greenfield has sold his hard- 
ware business at Hubbard to Henry F. 
Bocke and Fred Waterman. 

Michigan. 

Alex Nulan has opened a new hard- 
ware store on Washington Street, Ypsi- 
lanti. 

Minnesota. 

The Wohler Hardware Company, 
3005 Hennepin Avenue, Minneapolis, has 
been damaged by fire. The loss is esti- 
mated at $5,000. 

Ohio. 

The Bell-Platt Hardware store in 
Roscoe has been sold to Floyd Johnson 
of Tyrone. 

Thibaut and Mautz have opened an 
up-to-date hardware store at 147 South 
Main Street, Marion. 

Mississippi. 

A new hardware store, under the 
name of Ben Levingston Hardware 
Company, has been opened at Drew. 
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Study and Interpretation of Advertisements, 


You Can Make Your Advertisements More Gainful by Avoiding 
the Faults and Profiting by the Good Qualities of Others. 


Unless the householder uses 
screen cloth of so fine a mesh that 
he lessens the amount of light ad- 


. ee 


You Needn’t Be 
Bothered with Insect 
Pests 


There is one most effective 
way to rid your home, office 
or shop of all kinds of In- 
sects, mosquitoes, vermin, 
rats, mice, bugs, roaches. 





: 
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We have it in all sizes at the 
following prices: 


eee $1.00 
Half gallon ..... $1.75 
WES 64 acuwuces $3.00 


We also have Fenole Spray 
Guns 


Walden 
Hardware 
Company 


Phone 23 
“We Deliver the Goede” 
337 Central, 


Ee ees, 


mitted through the window space, 
he can not keep out all the mosqui- 
tees from his house. 


Besides the mosquitos, flies and 
other pests get inside the house 
when the screen doors are opened 
for the brief time to make entry. 

So, a hardware dealer who sells 
screens for windows and doors 
needs something else in order to 
give full service to his customers. 

There is the logic of service, 
therefore, in the advertisement of 
the Walton Hardware Company, 
reproduced herewith from the St. 
Petersburgh Independent, St. Pe- 
tersburgh, Florida. 


Certainly, the good will of cus- 
tomers is enhanced when the dealer 
offers them at reasonable prices a 
good disinfectant which will bring 
the protective service of window 
screens and doors close up to 100 
per cent. 

This advertisement is written with 
sincerity and carries conviction to 
the average reader. 

It starts out with a direct appeal, 
using the “you” instead of the “we 

It is known that phenol, chlora- 
mide, and other similar antiseptics 
are very effective in proper dilution 
against insect pests. 

Therefore, the Walton Hardware 
Company, runs no risk of disap- 
pointing its customers in an adver- 
tisement of this kind. 

By selling such materials to its 
customers, it broadens the scope of 
its service to them and, thereby, 
strengthens the hold upon their 
good favor. 

He * *K 

Ordinarily, the hardware dealer 
does not include lighting fixtures in 
his classification of builders’ hard- 
ware. 

But he ought to do so as a mat- 
ter of trade extension. 

There is a natural connection 
between builders’ hardware and 
lighting fixtures, and they ought 
to be given prominence in selling 
of builders’ hardware. 


Lighting fixtures may advan- 


tageously be merchandised on their 
own merits as is shown in the ad- 
vertisement of Hocker’s Hardware 
Store, reproduced herewith from 
the Terre Haute Post, Terre Haute, 
Indiana. 

This is a well composed adver- 
tisement, and the price quotations in 
bold figures deepen the favorable 
impression which it is sure to pro- 
duce upon prospective customers. 

In view of the educational work 





LIGHTING 
FIXTURES 
LET US 


FIGURE WITH 
YOU 









Some of Our Prices: 


Brushed Brass, Flemish and 
Statuary Bronz finishes. One 


Ears. Lenssen’ $1.19 
BE ieoyinssic $3.98 


vlan NS $4.98] 


Four light fixtures, 
si . $9.98, $10.98 and $11.98 
Candle wall fixtures im any 


Cinieh ..... : $4.00 to $6.00 
Inverted domes _......... $6.00 
Porch lights . ...$1.00 to $2,25 


HOCKER’S 
HARDWARE STORE 


1245 LAFAYETTE AVE, 








started by the Copper and Brass 
Research Association, suggestion is 
hereby made to the Hocker’s Hard- 
ware Store that in subsequent ad- 
vertisement of lighting fixtures, 
sclid brass products be given as 
much prominence as that bestowed 
upon the lighting fixtures which are 
only brush brass or bronze finish. 
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By Using His Brains, the Man Who Burns Coal in His 
Furnace Can Save Almost Half of His Heating Costs. 


Even a Poor Grade of Soft Coal Can Be Burned Practically Without 
Smoke or Smell in Any Type of Warm Air Heater Manufactured Today. 


Written especially for AMERICAN ARTISAN AND HARDWARE RECcorRD by James S. Stevens, Sales Manager, Penn- 
sylvania Coal and Coke Corporation, Boston, Massachusetts. 


AN is a funny animal. Habit 
M is so strong that every day 
he devotes much time to pursuits so 
habitual he hardly thinks about 
them. It is easy to prove that values 
wasted in everyday tasks is in total 
prodigious. But man gives least 
thought of all to the gigantic 
streams of daily necessities, which 
flow from producer to consumer, 
ate used up, and forgotten. 


Take coal, for instance, one of 
the four most important daily neces- 


ri 





Commission on Necessities of Life 
says is the luxury basis. 

If you look the situation over, 
you find a great difference in the 
coal habits of the eastern and west- 
ern householders. Such difference 
as makes one remember that much 
of the west was settled by Yankees, 
and they have not forgotten how. 
But to proceed: 

In the west much bituminous coal 
is mined, and no anthracite. An- 
thracite is dear and bituminous 
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sities: Who realizes that it forms 
over a third in weight of all the 
freight handled by our railroads, 
and in the east over forty per cent? 

In one year this country pro- 
duces over five hundred million tons 
of soft coal and ninety millions of 
anthracite. No other product ap- 
proaches in quantity its 1,750,000 
tons a day, or twenty tons a second. 
Mr. Man-in-the-Street thinks little 
about it, and cares less. 


“Ah, yes, but. coal recently 
touched the pocket nerve, as never 
before.” It is true, that anthracite 
is selling in New’ England around 
fifteen dollars per short ton, which 
the chairman of the Massachusetts 
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cheap, but their bituminous coal is 
relatively poor in quality. Rich is 
it in moisture (some running over 
ten per cent) which water the fire 
must dry. It was necessary to learn 
how to burn it. They learned. 


The Iowa State College started 
at work. They weighed and meas- 
ured and thermometered it, but they 
found how to get the heat out of it. 

Then the University of Illinois 
got out a lot of information, and 
other colleges contributed, Fur- 
nace builders spent good money to 
have investigations carried on. 

They found how to burn western 
coals, and solved their question, and 
are heating their houses . more 


cheaply than in the east. 

Government reports for ‘I917 
show 57,000,000 tons soft coal do- 
mestic consumption, and only 49,- 
000,000 tons anthracite.” The Yan- 
kees of the west arrived a little 
earlier in that race, than the Yan- 
kees of the east. 

And yet the eastern conundrum 
is easier. Semi-bituminous coals of 
Pennsylvania contain gas, called 
“volatile matter,” from 18 to 23 per 
cent, as against 8 per cent for an- 
thracite, and 25 to 40 for western 
coals. They have fixed carbon (the 
live coals of the fire, after the gas 
burns off) 65 to 75 per cent, as 
against anthracite about 80 and 
western coals about 45. They have 
ash 6 to 10 per cent, as against 6 
te 20 for anthracite, and 6 to 20 
for western coals. 

The eastern man hates to shovel 
ash, but if he would burn semi- 
bituminous, he would cut his ash 
about in half, and have it less dusty 
at that. 

Anthracite lies deep in _ the 
ground. Soft coal lies near the sur- 
face. About twelve years ago the 
average depth at which anthracite 
was mined, was five hundred feet. 
Of course, lots of water comes into 
these deep holes. It averaged ten 
tons of water for every ton of coal. 

Ten tons of water and one ton of 
coal mean a lift of.a mile for each 
ton produced. No man thinking 
of that lift, will ever throw a piece 
of coal at a cat, again. 

In twelve years that average 
depth became greater, that water 


drainage grew, and the perpendicu- 


lar lift is now probably nearer a 
mile-and-a-half per ton. At any 
rate, the government reports state 
in 1917 it took over one-tenth of the 
anthracite produced, to lift that 
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coal, pump that water, and run the 
necessary machinery. 

The longer they mine, the deeper 
they go; the deeper they go, the 
more they pump; the more they 
pump, the more it costs. It would 
seem the chairman spoke sooth 
when he said anthracite was a lux- 
ury. 

Any reduction in wages from the 
present wage contest will hardly 
equal a dollar a ton. Any reduc- 
tion of freight will hardly equal a 
half-dollar, for some time to come. 


SAVING a 


These coals- lie mostly above 
water level, and take less than two- 
and-a-half per cent of the coal to 
empower the mines. 

The man who shovels coal to his 
furnace six months of the year, has 
not figured that he could get ten or 
fifteen per cent more heat in his 
coal, and save from a third to a half 
of his heating cost, by using his 
brains, but such is the case. 

Twelve years ago, the substitu- 
tion of soft coal for anthracite, be- 


cause of economy, became conclu- 
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How MUCH WILK HE DIG’ 


The prospect for large reductions in 
cost is not hectic. 

Can eastern people find a good 
and sufficient relief from this high 
cost of house heating? Is there a 
proper substitute? 

Anthracite coal is the coal farth- 
est east. It is a small territory, near 
Scranton, in Pennsylvania, and such 
anthracite as has been found else- 
where offers no relief. 

But near it are found the great 
soft coal measures of the Appa- 
lachian plateau, or Allegheny moun- 
tains. Here the coal beds are of 
great breadth, and extend south al- 
most to the Gulf of Mexico. 

Probably three-fourths of our 
steam power is made with coal from 
these beds. And here are found 
the semi-bituminous coals spoken 
of, the richest and best coals in the 
country. 


sive in power Louses and steam 
plants. Since then, it has won its 
way in office buildings, theaters, 
hotels, public buildings, schools and 
colleges and large structures, it is 
said, about 80 per cent. It came 
gradually; but it came. 

It does not require a prophet to 
see that if eastern people ever fig- 
ure out the possible saving in fur- 
nace coal, they will want it. If they 
want it, they will get it. The only 
thing that can stop them will be 


their unwillingness to learn. And. 


they once learned to balance them- 
selves on two wheels! 

Recently thoughtful men in the 
east sharpened their pencils and be- 
gan to figure. The result was a bill 
introduced, in the Massachusetts 
legislature for research and report 
by the Massachusetts Institute of 
Technology on the substitution of 
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soft coal for anthracite. 

The Commissioner figured jt 
would save Massachusetts people 
forty million dollars a year. His 
enthusiasm on coal is awakening 
public interest. 

That 57,000,000 tons of domestic 
soft coal is a big argument. It is a 
lot of coal, and it means about six 
million furnaces and stoves. What 
a lot of furnaces! All burning soft 
coal! Are they different, and if so, 
how? 

Would Pennsylvania, New York, 
and New Jersey, which use half the 
domestic anthracite, New England 
using one-sixth, and the six Great 
Lake States using one-seventh, be 
interested to see them, if they had 
the chance? Obviously, the men 
who built those furnaces know all 
ubout them. 

“Il want to know,” sa:d a pocket 
nerve, and its owner wrote letters 
to every furnace maker in the 
United States whose name could be 
learned, and asked leading ques- 
tions. 

It is wonderful what happens 
when you look a big industry in the 
eye, and ask for information, par- 
ticularly if there is a moral force 
behind the question. Any one who 
thinks he can do that will have a 
lively time. 

From many states a shower of 
letters descended. Catalogues, plans, 
and information, as from a rapid- 
fire gun; three months it has been 
going, and the end is not yet. If 
ali the answers were mailed at once, 
only a tombstone and willow-tree 
would remain for him who wooed 
the avalanche! 

As fast as he could digest mate- 
rial, he prepared abstracts and class- 
ifications, sending inquiries for 
further information. There were 
times when a swarm of bees would 
be mild entertainment! 

What came of it? This: 

A great industry, established with 
all the variations of local condi- 
tions, materials, plans and product. 
He found that these coals, and even 
poor coals, can be burned on prac- 
tically any type furnace. 

With care they can be burne:! 
practically without smoke, and the 
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extra care required is according to 
one’s furnace and brains. 

It is solely a question of burn- 
ing; there is no more smoke with 
one than the other, if properly 
burned, and furnaces are made to 
do the trick practically automatic- 
ally. 

Here and there was found one 
who had solved the question for 
himself. 

He did it in his own cellar first. 
He reduced the ash one-half. He 
weighed the rock and slate from 
his own anthracite, and the result 
made him zealous for a substitute. 
His semi-bituminous cost one-third 
less, and he cut his heating cost 
about in half. He did not have 
smoke nor smell, although his old 
furnace had been abused for twenty 
years. 

Then he tried it in a church. The 
chairman said if he had his way he 
would buy nothing else. 

In a public building the super- 
intendent stated he had half the ash, 
lower cost, plenty of heat, and kept 
the smoke laws. 

The furnace people of the east 
sell in the west, and western fur- 
nace men sell also in the east, and 
in the west go per cent of the people 
burn soft coal. Do you get that? 

Another thing, Mr. Householder : 
In the long spring and fall, you 
must carry a fire all the time, al- 
though little heat is needed, in the 
morning. It takes about half the 
usual anthracite to carry that fire. 
With semi-bituminous, he fired two 
shovels a day, closed the furnace 
and went away. He had heat as re- 
quired. The fire lasted until noon. 
Next morning there was coke in. the 
furnace to help the next fire. Christ- 
mas money, there. 

The big difficulty is that eastern 
people assume because they never 
did it, it can not be done. 

It is unlikely anthracite will ever 
sell at the mine for less than double 
the cost of soft coal. Anthracite is 
a great blessing. Semi-bituminous 
is another, which retails east for 
one-third to forty per cent cheaper. 
It is worth looking into. 

Somebody suggested that if every 


one burned semi-bituminous the 
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cost would go up. The answer is if 
everybody did, it would not increase 
the soft coal consumption ten per 
cent, and soft coal consumption can 
be expanded a third, without dig- 
ging another hole. 

Somebody says, if all this is true, 
why do not people find it out? Ask 
the man who did not invent the 
aeroplane! 

If semi-bituminous were burned 
wisely—and western people use 
poorer coals—the cost of domestic 
heating could be cut almost in half. 

This makes the old furnace earn 
its cost in three or four years. 


Supposing, that all the folks who 
burn domestic anthracite substituted 
an equal tonnage of semi-bitumin- 
ous; multiply that forty-nine mil- 
lion tons by three dollars and a half 
a ton, which is the minimum differ- 
ence in cost at the mines. 
one hundred and seventy million 
dollars a year, and more! 

How much of that saving will 
they dig? 


Answer, 





Warm Air, Heater 


Is Patented. 


Under number 1,412,989, United 
States patent rights have been 
granted to Harry L. Wood, Do- 
wagiac, Michigan, assignor to Pre- 
mier Warm Air Heater Company, 
Dowagiac, Michigan, a Corporation 
of Michigan, for the furnace here- 
with illustrated : 

In a furnace, a heater having 
projecting portions, forming pass- 











1.412.as0a 


ages respectively in communication 
with the combustion chamber and 
ash-pit of the heater, inner and 
outer spaced casings about said 
heater, the outer casing having a 
gap therein, a terminal plate for 
said projecting portions having 
door openings in registration with 
said passages, and closing said gap 
in the outer casing, and a pair of 
pivotally mounted plates formed 
separately from said casings and 
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terminal plate and bearing against 
the lateral margins of said terminal 
plate and the vertical edges of the 
gap in the outer casing and vertical 
edges of the gap in the inner casing. 





Warm Air Furnace 
Is Patented. 


Charles A. Beggs, Rice Lake, 
Wisconsin, has secured United 
States patent rights under Number 
1,414,395 for a warm air furnace 
shown herewith: 

A warm air furnace comprising a 
body including a fire pot and com- 
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4 
bustion chamber, a hollow casing 
surrounding said body, short pipes 
radiating from the upper portion 
of the body and connecting the 
same with the upper portion of the 
hollow casing, a second hollow cas- 
ing surrounding the primary ho!- 
low casing, short radiating pipes 
connecting the lower portions of 
the primary and secondary hollow 
casings, a smoke pipe connected 
with the upper portion of the pri- 
mary casing and provided in its 
length with a close fitting damper 
and a second smoke pipe connected 
with the upper portion of the 
second hollow casing and having a 
damper in its length. 





Good things may be cheap, but 


cheap things are seldom good. 
x * * 





Somewhere in your business, 
there is a “difference,” an idea that 
can be developed into a story so big, 
so vital, and so compelling to your 
public as to isolate your store from 
its competitors, and make your pub- 
lic think of it as distinctly a differ- 
ent kind of store. 
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Practical Helps and Patterns for the Tinsmith. 


Aids to the Improvement of Craftsmanship and Business. 
News from Various Branches of the Sheet Metal Trade. 


PATTERN FOR SHEET 


METAL ROW BOAT. 


[NoteE.—Following the sugges- 
tion made by Harry Frye of Ten- 
nessee on page 25 of the June 10, 
1922, issue of AMERICAN ARTISAN 
AND HARDWARE REcorD, this pat- 
tern for sheet metal boat by O. W. 
Kothe is republished. 


First draw the side elevation giv- 
ing the desired curvature of top and 
bettom. 

This is sketched in at pleasure or 
what has been found good practice 
by other boats. Next divide the 
length in equal spaces at 2-18. Drop 
lines indefinitely as shown. Next 


draw a center line for half plan. py 


the lines of side elevation. 

To do this, draw a vertical center 
line, and from each point as 1-3-4- 
7-9, etc., in top rail, and also 2-4- 
6-8, etc., on bottom, project over 
lines into end view. 

With dividers pick the half 
breadth spaces from half plan and 
set over on center line. 






























SHOWING 
PROFILE. OF RIBS 





MIDDLE SECTION 
THRVY BOAT 
































T DEVELOPED | GIRTH 
T Top Line DEVELOPED |GIRTH 























PAT TERN FoR BOTTOM 





i — A P 
fe ye ' nrewa ror “ , 
——_ ’ J a ee 
: | 














= 





















































3 Dcennenad 
; DETAIL OF 
7" aA. } RIBS tKEELW 
Ls [2 ud 
se lj — " 1 
6 oe PATTERN FOR SIDES 
[6 [¢ 
{/o \ 
pf ft 











Mr. Frye suggested that this be- 
ing the boat making season, draw- 
ings and instructions for making 
good steel boats would be appreci- 
ated by the trade. ] 

In this drawing we take on an- 
other design of boat. It is a 
more common and simple way to 
make than the more curved types. 

We here merely show the shell 
development, the workman can set 
the trimmings as he chooses. 


Pattern for Sheet Metal Rowboat. 


Measure:.the. half breadth of top 
rail, and also: the bottom. Then 
trace the plan line for bottom as 
shown. 

All of this is mere guess work. 


‘Experience soon dictates the exact 


lines they ought to take. 

But this gives us the outline of 
sides and also the flare the sides will 
have. : iz 

We next develop the end view to 
get exact lines as profiles through 


This gives points 1-3-5-7-9, also 
Q-I1I-13-15-17, also 2-4-6-8-10, and 
10-12-14-16-18. This enables draw- 
ing the slant lines in end view and 
represent the profiles to bend the 
channel bar ribs too. 

To set out the pattern for bottom, 
pick the curved girth from side ele- 
vation and set off on straight line. 

Draw stretchout lines and then 


‘pick the tialf ‘breadtlis: ftom’ plan 
‘and set them off on each’ side of 
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center line of pattern. This gives 
the points for tracing the outline of 
bottom. 

Observe how this takes in the 
length of bottom, and the outline in 
pattern for bottom will serve as 
girth for the lower edge in pattern 
for sides. 

Before going farther, we must 
determine the developed girth along 
the top rail. 

With dividers pick the curved 
spaces aS 1-3-5-7-9 from fore end 
of end view, and set them on a ver- 
tical line below half plan as 1-9. 

Then project horizontal lines to 
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intersect vertical lines of similar 
number as in points 1’-3’-5’-7’-9.. 
This is the true girth along gun- 
vale of elevation. 

In the same way pick the spaces 
as Q-II-13-15-17 from end view, 
and set as 17-9 from center line of 
plan. 

Project horizontal lines, and you 
establish points 17’-15’-13’-11’-9; 
which is the girth on the aft end 
of gunwale edge of elevation. 

True lengths are next developed 
by picking the dotted lines from 
plan as 2-3; 4-5; 6-7, etc., and set- 
ting them over on the base lines 
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squared out from points 2-4-6, etc., 
of elevation. 

This is in accordance with all tri- 
angulation work. 

All solid lines, as 1-2; 3-4; 5-4 
etc., are taken direct from end view 
as these are true lengths. 

So start the pattern for sides the 
same as all triangulation fittings, 
and continue with the development 
util finished. 

The sides can be riveted or 
seamed as in middle section through 
boat. The keel is a piece of channel 
bar riveted along the bow and stern 
and bottom. 


Eleventh Annual Meeting of the Metal Branch National 
Hardware Association Sees the Return of Prosperity. 


Analysis of Business Conditions Shows Many Favorable Factors at 


Work Increasing 


HE eleventh annual meeting of 

the Metal Branch of the Na- 
tional Hardware Association was 
held in Hotel Statler, Cleveland, 
Ohio, Friday and Saturday, June 
goth and roth, with a good at- 
tendance of members and many rep- 
resentatives from the mills. 


Chairman W. H. Donlevy called 
the assembly to order and spoke 
tersely as follows: 

Opening Remarks of Chairman Don- 
levy. 

So eminent an authority as President 
Harding recently stated: “Our country 
is on the eve of a new era of prosper- 
ity.” 

There are many evidences to support 
that statement: Low rates for money, 
advance in prices of agricultural prod- 
ucts, and prospective bumper crops, 
which will increase the buying powers of 
the farmers, large expansion of build- 
ing construction, increased buying by 
railroads, decreased unemployment, 
with a present shortage of common la- 
bor. 

These are some of the phases that 
have strengthened general confidence 
which was so necessary. 

While we are far from normal, yet 
the favorable factors outweigh the dis- 
turbing influences, which we hope will 
gradually be adjusted or eliminated. 

As business men, we are interested in 

everything pertaining to the general 
welfare, but we are especially interest- 
ed in the production and distribution of 
metal products. 
_ The recent increase in the output of 
iron and steel, the upturn in prices, war- 
rant the hope of a continued improve- 
ment. 


As metal distributors, we have many 
problems. Some can be solved only by 
the aid and cooperation of the manu- 
facturers, while the solution of others 
depends entirely upon our own efforts. 


There seems to be a wave of under- 
selling or price-cutting extending over 
the entire country, which is destruc- 
tive and disastrous. How to correct 
this evil is one of the problems that 
should have our consideration at this 
meeting. 

President A. H. Decatur was in- 
treduced after the brief opening re- 
marks of Chairman W. H. Donlevy 
and stated that in the coming six 
months of 1922 we would see busi- 
ness mount to a total which in 1914 
would have been thought extraordi- 
rarily large, and that he looked for 
even greater prosperity during 1923. 

The Metal Branch, by the way, 
is singularly fortunate in the fact 
that this important department of 
the National Hardware Association 
has for several years had for its 
chairman a man who can afford and 
is willing to give to it the great 
amount of time and personal atten- 
tion that Mr. Donlevy is devoting 
and has devoted to the work. The 
high appreciation by the members 
of his efficiency was expressed at 
the close of the meeting when on 
motion of Milton E. Lissberger, 
New York City, the recommenda- 
tion was made that Mr. Donlevy 


Volume of Production, Distribution, and Sales. 


be again appointed chairman after 
the annual meeting of the National 
Hardware Association in October. 

Among the many interesting dis- 
cussions held at the three sessions 
were the following: 

“The Marketing of Steel Prod- 
ucts on a Basis That Will Allow a 
Reasonable Profit to Jobbers and 
Manufacturer.” Led by William 
E. Manning of Youngstown Sheet 
& Tube Company. 

“The Cost of Making Small Mill 
Shipments Direct to Jobbers’ Cus- 
tomers.” Led by M. C. Summers 
of Superior Sheet Steel Company. 

“Proper Distribution of Sheet 
Metal Products.” Led by A. W. 
Howe of J. M. & L. A. Osborn 
Company. 

“The Advisability of a Minimum 
Spread on Less Than Carload Ship- 
ments from the Mill.” Led by F. 
O. Schoedinger of F. O. Schoeding- 
er Company. 

“Are Business Conditions Bet- 
ter Than Is Generally Believed?” 
Led by Frank H. Colladay of 
Trumbull Steel Company. 

Extracts from Mr. Colladay’s ad- 
dress are herewith reproduced with 
the suggestion that they will serve 
as a tonic to those who need en- 
couragement. 
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Paragraphs From Address by Frank 
F. Colladay of Trumbull Steel 
Company. 


The general liquidation of stocks in 
all lines that has been going on for 
many months, coupled with a readjust- 
ment of values in various lines, makes 
it appear that we are establishing such 
a sound foundation as will enable us to 
reach a wholesome period of prosperity 
that will be lasting. 

Increase of Buying Power. 

Buying power is helped by increased 
improvement on farms, in factories and 
building industry. Labor idleness is 
changed to shortage in many centers 
and some wages have been advanced, 
with a general inclination in this direc- 
tion. The cost of living is now 54.8 per 
cent above 1914, comparing with 104 per 
cent above in. 1920. 

An Era of Rising Prices. 

The best opinion obtainable is that we 
are in the middle of an era of rising 
prices for commodity as well as cor- 
porate equities and that this zone of im- 
provement will continue for at least a 
year or possibly two years. 

Forty-One Per Cent Increase In Build- 
ing. 

The month of March in building con- 
struction shows an amount greater than 
any month on record. The cumulative 
total of building contracts averaged for 
the years of 1919 to 1921 is being ex- 
ceeded so far this year by 41 per cent. 

Reports show that New York and 
New England districts are falling off 
slightly but other districts are increas- 
ing. Unless this building revival which 
is becoming general proceeds too rapid- 
ly and causes some reaction, which seems 
unlikely, this year will be a record year 
for building construction. Even indus- 
trial construction shows indications of 
assuming normal activity toward the end 
of the year. 

‘Leonard P. Ayres, vice-president of 
the Cleveland Trust Company, has re- 
cently made a careful analysis of the 
building situation based on building per- 
mit figures for 50 cities for the last 
twenty-two years. Working this out 
and converting the value to the 1913 
price base, data has been computed to 
show vear by year the amount of build- 
iz construction per capita of population. 
This shows an average shortage of 2.4 
years of normal building constructions. 
In other words, it would seem necessary 
for construction to go forward at the 
rate of 25 per cent above normal for ten 
years in order to fill this vacuum. 


Greater Volume of Production. 


Production has been below normal on 
account of the heavy stocks carried over 
from 1921. These stocks are now be- 
ing liquidated in such a manner as will 
bring about a much more healthy con- 
dition to the industry. 

The low point in the production of pig 
iron was July, 1921. Since that time, 
the increase in monthly production has 
heen 138 per cent, and is 80 per cent of 
the high record production in 1917. 

The output of steel ingots has in- 
creased even more rapidly than that of 
pig iron. The April output of this year 
was three times that of July last year. 

Retter Conditions In Copper. 

Copper conditions are better than they 
have heen any time the past year. Do- 
mestic and export demands are increas- 
ing in ? very encorraging manner, sur- 
plus stoc’ss are being rapidly reduced 


and are reaching a point where they are 
not burdensome. The demand is well 
distributed from both foreign and do- 
mestic consumers. j 

In making comparisons with other 
commodities it is interesting to note that 
all commodity prices stopped falling last 
summer. Since then, they have become 
substantial and recently raw materials, 
including cotton, wool, hides, iron and 
steel, building materials and brick have 
been advancing, forecasting generally 


higher prices for the rest of the year. 


Keep Pace With Progress. 

There is one point that demands care- 
ful consideration by all of us and that 
is the vital necessity of realizing ‘the 
fundamental changes that are taking 
place so rapidly and naturally that we 
are almost unconscious of them. This 
is especially applicable to men of con- 
siderable length of experience who are 
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logical distributing agency did not 
have the material in stock when it 
was called for. 

It is interesting to note in this 
connection that the Glidden Com- 
pany, with its fourteen branches is 
now handling Anaconda Copper 
products. 

Milton E. Lissberger, President 
of Marks Lissberger & Son, spoke 
at length on “Trade Brands and 
Practices,” taking as his text the re- 
cent Supreme Court decision against 
a hosiery company which used the 
word “wool” on labels, although its 
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W. H. Donlevy, Chairman Metal Branch. 


apt to be controlled by their established 
habit of thought. Rapid and revolu- 
tionary changes in science and industry 
demand adaptability from us, otherwise, 
we are not competent to deal with pres- 
ent-day conditions successfully. 


H. S. Darby, of J. M. Warren 
& Company, led the discussion on 
“Is There a Tendency Toward the 
Aliowance of the Cash Discount for 
Settlement on the Tenth Proximo ?” 

Thomas D’Arc Brophy, of the 
Aanaconda Copper Mining Com- 
pany, spoke very convincingly on 
the necessity for stocking up on 
copper in view of the heavy adver- 
tising campaign which is now being 
carried on by the Copper and Brass 
Research Association as well as by 
individual manufacturers, calling 
attention to the fact that many in- 
stances had been found where the 


product was not “all wool.” Mr. 
Lissberger pointed out that similar 
abuses were found in the metal 
trade, such with solder, so-called 
bronze and copper items, tin plate, 
etc. He stated that from now on it 
was up to the retailer and the jobber 
as well as to the manufacturer to 
see that the article which he sold 
or made was branded in accordance 
with facts instead of as at present, 
when, for instance, “half and half” 
as applied to solder might mean 
anything from a fifty-fifty propor- 
tion to one of sixty to one hundred. 

The speaker emphasized that 
only by adhering strictly to the prin- 
ciple expressed in the decision by 
the United States Supreme Court 
could the merchants and the manu- 
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facturers avoid laying themselves 
liability to prosecution. 

John A. Penton, publisher of 
Iron Trade Review, gave an excel- 
lent and convincing talk on “The 
Iron and Steel Situation,” pointing 
out the fact that right now there is 
tfiore steel made and put to use than 
in 1917, and advised jobbers and 
contractors to place good-sized or- 
ders for delivery during the balance 
of 1922 and as far into 1923 as the 
mills will allow. He looks for high- 
er prices for material and for high- 
er costs because of higher wages to 
steel mill labor. 

L. D. Mercer, of United Alloy 
Steel Corporation, spoke of the 
movement which has been dormant 
for the past two years—with regard 
to an advertising campaign on sheet 
metal—and stated that he hoped 
that such a campaign would become 
a reality in the near future. 


G. F. Ahlbrandt, of the Ameri- 
can Rolling Mill Company, makers 
of Armco ingot iron, read a very 
interesting paper on “Constructive 
Salesmanship as an Efficient Means 
of Meeting Competition.” 


Extracts from Address by G. F. Ahl- 
brandt of The American Rolling 
Mill Company. 


To my mind there is nothing more 
important than constructive salesman- 
ship. I prefer to classify under sales- 
manship not only the marketing of a 
product but also the creation of that 
product; in fact, everything that helps 
to make that product available, service- 
able and attractive to the ultimate con- 
sumer. Unless we do conceive of sales- 
manship in its broadest sense, we shall 
not accomplish the most out of our un- 
dertakings, whatever those undertakings 
may be. 

Salesmanship Covers Every Phase of 
Business. 

Is not the man in your shop who 
makes your product as largely responsi- 
ble for the success of your company as 
the salesman on the road selling the fin- 
ished product? Is not your credit man 
in his capacity as largely responsible for 
your success as the salesman in the field ? 
Is not your service man, who brings the 
customer’s problems to you so that you 
may know how to improve your service, 
as largely responsible for your ultimate 
success as the salesman marketing that 
product? Yes, even the office boy in 
your institution plays his part in the 
success or failure of your business. We 
are all too prone to look on salesman- 
ship from the marketing standpoint only, 
when really it should cover every phase 
of the business structure. 


Secure Satisfied Customers. 


The true objective of all commercial 
enterprise is to secure permanent satis- 
fied customers. We all know how ex- 
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pensive it is to gain new customers and 
open new accounts. It is the repeat or- 
ders, not the initial orders which re- 
turn profits. 


Each Job Is Important. 

You will find it difficult to gain and 
retain satisfied customers unless you first 
instill throughout your organization this 
consciousness of and determination for 
true salesmanship. The last man down 
the line must appreciate the importance 
of his job and must be encouraged to 
put forth his very best efforts in all that 
he does. 

Study Customer’s Needs. 


Salesmanship involves an_ intensive 
study of the customer’s needs. The 
salesman’s responsibility does not end 
with the delivery of the goods pur- 
chased; but his interest and support 
should continue right through to the 
time of their delivery to the consumer. 
The successful salesman appreciates that 
it never pays to sell a customer a quan- 
tity or quality of goods unsuited to his 
needs. In fact, such action often may 
result disastrously. 

Advertising Is a Potent Sales Aid. 


Advertising offers one of the most po- 
tent sales aids. I understand that we are 
shortly to enjoy a discussion on this 
theme; and I certainly do not propose 
to encroach upon the next speaker’s sub- 
ject. However, there are several im- 
pressions growing out of the long ex- 
perience of our company in this field 
which are especially apropos to the pres- 
ent discussion. 

Gaining Cooperation of Employees. 

It was in 1914 that American Rolling 
Mill Company initiated its national pub- 
licity program as the pioneer raw prod- 
uct advertiser. The first step was to 
sell the idea to our employees and im- 
press upon them the absolute necessity 
for quality and service commensurate 
with that which we proposed to offer to 
the public. I can truly tell you that a 
salutary effect was apparent through- 
out the organization and was reflected in 
product inspection reports from that 
time on. Our experience offered ample 
justification not only to pursue this ad- 
vertising continuously from that date 
but also to increase its scope. 


Competition Necessitates Efficient Meth- 
ods. 


If you will pardon a personal refer- 
ence, my early experience was gained in 
the production department; and that ex- 
perience is probably responsible for some 
of my ideas along this line. I believe 
that in many cases we should apply the 
same principles and methods to our sales 
problems that have been found efficient 
from an operating standpoint. Before 
entering a new field we should have a 
careful survey made, preferably by en- 
gineers not salesmen. We should apply 
the method of “time study” to our sales 
and advertising activities. Competition 
necessitates that we practice efficient 
methods and discard those that are 
wasteful and ineffective. 


What a Sales Letter Costs. 


As an illustration, how many of us 
know what it costs to write a sales let- 
ter? Mr. Floyd W. Parsons, in his ar- 
ticle in the Saturday Evening Post of 
June 3, on the subject of “High Cost of 
Letter Writing,” estimates the cost from 
18 cents to 40 cents a letter, 18 cents 
being the minimum for a lefter tran- 
scribed from a dictaphone and 40 cents 
being the maximum for a personally dic- 
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tated letter. Most of us think of the 
cost of a letter from the postage stand- 
point only, feeling that it is necessary 
anyway to have the letter writing equip- 
ment, personnel, etc., as a part of our 
regular organization. When we do get 
a proper appreciation of the cost of 
each individual letter, we shall be more 
careful of its form, wording and effec- 
tiveness. 
Direct Mail Advertising. 

There is much that can be accom- 
plished through the assistance of direct 
mail advertising and cooperation with 
dealers. You will always find it profit- 
able to aid your dealers in circularizing 
their mailing lists and in cooperative ad- 
vertising. Time spent in working with 
the dealer’s salesmen is also fruitful. 


Handling Claims and Complaints. 


All of you are familiar with the ad- 
vantage gained through an active service 
and trouble department; and you are 
alive to the need of very prompt and 
careful handling of claims and com- 
plaints. It is my belief that the sales- 
man, who sold the material should in so 
far as possible individually handle any 
complaints in connection with that mate- 
rial. It stands to reason that he should 
be more familiar with the transaction 
than any other connected with his firm. 


Interwoven with all of these features 
is the need for virile, potent sales let- 
ters. 

Employs a Correspondence Adviser. 

About two and a half years ago, I 
made a recommendation to our manage- 
ment that we employ a correspondence 
adviser whose sole duty it should be to 
supervise all American Rolling Mill 
Company letters. 

This not only embraced letters emanat- 
ing from our sales department but from 
every department in our company; 
namely, letters from our purchasing, ac- 
counting, traffic, order, operating and 
even our executive offices. The idea 
contemplated that every letter should be 
a sales letter, truly representative of the 
ideals for which our company stands. 
We wanted each outgoing letter to be a 
typical American Rolling Mill Company 
letter. 

Group meetings are held at intervals 
at which the fundamentals of letter writ- 
ing and business English are discussed. 
At the outset, 60 per cent of the organ- 
ization voluntarily took advantage of 
this work. By the end of the first year, 
the response was practically 100 per cent. 
The results have been interesting and 
highly gratifying. 

Better Letter Bulletins. 


Another feature of the work embraces 
our weekly “Better Letter Bulletins.” 
These are limited to a single page and 
serve to keep the highest ideals con- 
stantly before our correspondents and 
typists. 

A neat 79 page booklet on “The Me- 
chanics of Correspondence” records and 
visualizes all the important features of 
mechanical make up and appearance. A 
further 60-page booklet is now being 
printed, which will thoroughly cover the 
principles of good business letters. 

As a result of this work, I am satis- 
fied that the standard of American Roll- 
ing Mill Company letters has been defi- 
nitely improved. We are pleased to be- 
lieve that they are establishing a spirit 
of god will of intrinsic value. I am 
sure that you will all find it profitable 
to give careful attention to this subject. 
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Wise Sales Policies. 

Ultimate success, of course, is the re- 
sult of the proper correlation of these 
various individual factors, along with 
all of the other necessary factors which 
time will not permit us here to outline. 
But all of these must be built upon a 
deeply grounded foundation of wise, 
constructive far-seeing sales policies. 

Constructive salesmanship takes into 
account every single link in the chain of 
marketing, and it insists that every link 
be made to pull its maximum share of 
the load. When that is accomplished, 
and not until then, will constructive sell- 
ing be 100 per cent efficient in meeting 
competition. 


Owing to the unavoidable ab- 
sence of W. W. Justice, Jr., of N. 
& G. Taylor Company, his paper 
on “How and Why We Think the 
Terne Plate Business Should Show 
Increasing Volumes,” was read by 
their Cleveland representative. 

Extracts from this very able pa- 
per are given here: 


Passages from Address by William 
W. Justice of N. & G. Taylor 
Company. 


I feel that I can bring quite a note of 
cheer and optimism to our friends in the 
manufacture and distribution of terne 
plate and particularly should we feel en- 
couraged after having passed through 
probably one of the most trying and dif- 
ficult periods in the history of the in- 
dustry. 

Increasing Volume of Business. 

There are certain reasons as to “How 
and Why We Think the Terne Plate 
Business Should Show Increasing Vol- 
ume.” We are encouraged to look for 
this increasing volume because we are al- 
ready feeling such a decided increase in 
volume. 

Demand for Better Roofing Material. 

We would also submit this thought to 
you: We appear to have gone through 
a period of cheaper roofings; I would 
speak particularly of the paper and built- 
up roofings, composition roofings and 
similar short lived cheaper coverings but 
the pendulum now seems to be swinging 
back toward material of greater durabil- 
ity. This is very gratifying. Again, the 
class of terne plate called for shows that 
we are headed in the right direction. The 
increasing use of the more heavily coat- 
ed and more carefully made plates and 
the insistence on quality will certainly 
make for the permanent betterment of 
the business. 

Tendency Toward Fewer Brands. 


We might also note here that fewer 
brands are the order of the day and this 
leads us to the thought that the subjects 
outlined in your Convention Program 
point to the fact that a good deal of our 
salvation rests in our own hands. 

Arguments in Favor of Terne Plate. 

Let me give you a list of arguments 
which occur to me as the chief advan- 
tages in urging the use of terne plate 
for roofing, and from your experience, 
you will be able to cite many cases to 
illustrate this list of headings. 


1. Durable. : . 
2. A time-tried, long-established mate- 


rial. 
8. Easily applied. 


4. Adaptable to any surface. 
5. Moderate first cost. 

3. Low cost of maintenance. 
. Re-use, second-hand value. 

&. Easily and quickly repaired, if dam- 
aged. 

9, Neat, high-grade appearance. 

10. Loses nothing in appearance with 
age. 

11. Light in weight. 

12. Not affected by heat and cold. 

13. Gives protection against lightning. 

14. Incombustible, and prevents spread 
of fire. 

15. Weatherproof. 

Protection Afforded by Shect Metal 
Roofs. 

I doubt very much whether sufficient 
concerted effort has been used to bring 
before this country the saving in dol- 
lars and cents that would result had a 
small percentage of the towns recently 
wiped out by big conflagrations had the 
protection of tin roofs. 

Artistic Possibilities of Terne Roofing. 

Have you developed the artistic possi- 
bilities of terne roofing? The writer is 
now living in an old-fashioned stone 
house covered with a standing seam 
roofing of a high-grade terne plate and 
painted what we speak of as copper 
verde color and the effect so obtained 
is certainly artistic and pleasing; in fact, 
the building has appealed, from its ar- 
tistic point of view, so strongly that we 
have been asked to allow a reproduction 
of this house to be used to illustrate an 
article coming out in the near future in 
one of our best-known illustrated maga- 
zines; namely, “The House & Garden 
Magazine.” 

We can speak intimately only of our 
own immediate experiences of the sale 
of terne plates for roofing purposes but 
they are sufficiently increased as to make 
us reasonably confident that we can say 
to you that the situation is very encour- 
aging. 


A. H. Nichols, of Buhl Sons 
Company, led the discussion on 
“What Is the Minimum Cost of 
Handling Sheets and Tim Plate from 
Warehouse ?” 

C. H. Stewart, of American Zinc 
Products Company, spoke briefly on 
“The Best Method of Distributing 
Zinc Products, from the Manufac- 
turer’s Standpoint.” 

FE. H. Wolff, President of Illinois 
Zinc Company, spoke in part as fol- 


’ 


lows on “Zinc Roofing”: 


Synopsis of Address by E. H. Wolff 
of Illinois Zinc Company. 


At the annual meeting held here last 
year I talked to you on the subject of 
zinc roofing and the activities of the 
American Zinc Institute towards educat- 
ing the public in the use of zinc. While 
my subject today is Zinc and Zinc Roof- 
ing, I shall speak more directly upon 
the production and sales policy of the 
Illinois Zinc Company, whom I repre- 
sent. 

Realizing several years ago that in- 
creased use, or increased consumption of 
zinc would be necessary to maintain 
those engaged in its manufacture, the 
Illinois Zinc Company, after an exhaus- 
tive investigation abroad where zinc is 
the recognized roofing material, decided 
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to become engaged in the fabrication of 
zinc for roofing purposes. 

Company Develops a Zinc Shingle. 

They developed a zinc shingle, and in- 
stalled the necessary machinery to cor- 
rugate zinc sheets in all of the standard 
gauges and sizes. Our success in mar- 
keting these products during the past 
year has been very gratifying, and al- 
though we have not done a great deal in 
advertising, the policy was adopted about 
one year ago first to bring these prod- 
ucts to the attention of the architect, the 
builder and the metal worker through 
advertisement or otherwise, and then fol- 
low with general publicity. 

Great Interest Shown by Builders. 

Today we are presenting these prod- 
ucts to the general public through ad- 
vertisements. Thus tar the greatest in- 
terest has been shown by the builders, 
and we have been convinced through this 
contact that the builders, as well as the 
owners or consumers, are seeking a more 
permanent roofing material. It is now 
generally known that corrugated zinc 
sheets are on the market, and our vol- 
ume of business in this class of mate- 
rial during the past six months has ex- 
ceeded our highest expectations. 

Zinc Has High Salvage Values. 

When the buyer realizes that a square 
of corrugated zinc of a suitable gauge 
can be purchased at around 7% cents to 
8 cents per pound delivered at the site, 
and that the salvage value of this mate- 
rial, if it should for any reason be re- 
moved, is 3 to 4 cents per pound, even a 
ten-year life for roof covering is a good 
investment. 

Zinc shingles have taken such a firm 
hold upon the trade, and are undoubt- 
edly looked upon with favor by other 
zinc producing companies because of the 
fact that there are now on the market 5 
or 6 various types manufactured or pro- 
duced by as many different companies. 
We call this to your attention because 
of an apparent lack of interest on the 
part of the distributors of metals. 
Urges Consideration of Zinc for Roof- 

ing. 

Perhaps because zinc comes in direct 
competition with other metal lines, but 
inasmuch as the metal houses have added 
lines from time to time, it would seem 
to their business interest more serious- 
ly to consider the future of zinc as a 
roofing material. A marketing policy 
has been established by our company 
which will insure a reasonable profit to 
the middleman, and we invite your in- 
vestigation. 


Improvement in Quality of Zinc Sheets. 


We also call your attention to the im- 
provement which has been made ‘in the 
quality of zinc sheets during the past 
several years. Our company is now pro- 
ducing a_ special sheet. which will 
more readily work up into gutters and 
downspouts. It can be formed with the 
grain about as readily as across the 
grain. This development has come from 
the need of the fabricators, or the metal 
worker who is being called upon to sup- 
ply these parts in connection with zinc 
roofing. 

Our company does not contemplate the 
fabrication of gutters, downspouts, el- 
bows, etc., as that is more strictly the 
function of those engaged in the busi- 
ness, but we are in a position to supply 
metal of a suitable quality for such man- 
ufacture. 








June 17, 1922 


Policy of Illinois Zinc Company. 

Your chairman, Mr. Donlevy, in ex- 
tending to me the invitation to be with 
you at this meeting, referred to certain 
practices which had crept into the job- 
bing business of late, and assumig that 
the zinc business was included as one of 
those I shall briefly touch upon the pol- 
icy of our company. No doubt most of 
your members are connected with firms 
who have at various times during the 
past 40 years purchased goods from the 
Illinois Zinc Company and know the 
policy of the company in its transactions 
with the jobbers as to discounts from 
prevailing list prices. While we have 
realized the carload discount on zinc 
sheets has not been for years equal to 
your cost of handling, it has been con- 
sistently maintained without fluctuation. 

Logic of the Carload Discount. 

The jobbing trade had confidence in 
the stability of this discount, and upon 
such basis could, and did, establish their 
margins for resale. During the past 
year or two there has been creeping into 
the jobbing of zinc sheets a practice, 
which, in my opinion, is detrimental to 
the business of the jobber. If all of the 
manufacturers of zinc sheets were to 
let down the bars—so to speak—sell the 
small lot buyer at the same discount off 
the list as the carlot buyer who stocks 
the material, he would soon find his 
business passing out to the manufac- 
turer. 

How can a manufacturer defend his 
position with the jobber when he quotes 
and sells the jobber’s small lot customer 
in the same town, or perhaps across the 
street, upon the same full discount ba- 
sis, or at the same price as he does the 
jobber? Our company has not thus far 
deviated from its well-established pol- 
icy. It believes the policy to be fair and 
equitable to all concerned. The fact that 
it does believe its position is correct is 
evidenced by the strict adherence to this 
policy during the period of the past busi- 
ness stress and readjustment. 


The following resolution was 
presented by a committee appoint- 
ed by Chairman Donlevy : 

“In view of the fact that the 
sheet manufacturers in this meet- 
ing feel that the annoyance and in- 
creased cost caused by less-than- 
carload shipments for jobbers ac- 
counts can best be removed by prop- 
er action by the manufacturers 
themselves, your committee sug- 
gests that the entire proposition be 
presented to the National Associa- 
tion of Sheet and Tin Plate Man- 
ufacturers, in the hope that appro- 
priate action can be taken by the 
mills to correct a practice which is 
detrimental to jobber and manufac- 
turer alike.” : 

Cleveland was again recommend- 
ed for the 1923 meeting and after a 
standing vote of thanks to Clifford 
E. Pierce, of Betz-Piérce Company, 
Chairman’ of the Cleveland Enter- 
tainment Committee, for the man- 


ner in which all arrangements for 
the meeting had been carried out, 
the meeting adjourned. 

Friday evening, the members and 
visitors were guests at a dinner and 
a theater party at Keith’s, and on 
Saturday afternoon many of them 
enjoyed the Philadelphia-Cleveland 
ball game. 

The meeting showed plainly that 
it is easy to iron out differences 
when you get face to face, and 
it was a pleasure to see how appar- 
ently big and unpleasant difficul- 
ties, under the careful guidance by 
Chairman Donlevy of the discus- 
sions, were solved in satisfactory 
manner. 





Iowa Sheet Metal Men Send 
Out June Bulletin. 


The June Bulletin of the lowa 
Sheet Metal Contractors’ Associa- 
tion contains many interesting items 
among which are the following: 

“How about the picnic? Several 
members have written that they 
would attend but not enough to 
warrant making the arrangements. 
The dates of July 14th and 15th 
have been suggested. It is the plan 
to have some sports and outdoor 
stunts Saturday afternoon and a 
dinner at night, with dancing and 
other amusements afterward. Will 
you attend at Clear Lake on these 
dates? If a sufficient number re- 
spond, arrangements will be made 
at once. 

“President Lichty, Mr. and Mrs. 
O. W. Ilten of Cedar Rapids and 
Secretary Pauley represented the 
state association at the National 
Convention at Indianapolis, May 
15th to 19th, It was a great con- 
vention. 

“The three most important things 
of the convention, in the opinion of 
the Secretary, were: First, the re- 
port of the Trade Development 
Committee; second, the work done 
by the Furnace Code Committee 
and the adoption of the new code 
by the National Association; and 
third, the almost continuous discus- 
sion of the apprenticeship questions. 

“The shortage of first class 
mechanics is fast becoming a men- 
ace to the sheet metal-industry. - It 
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is up to us to get busy and educate 
our own mechanics in our shops, 
Every shop should employ as many 
apprentices as possible. Sign them 
up for a three or four-year period 
and then see that they are instruct- 
ed as they should be. 

“Davenport has formed a local 
association of which W. E. Born is 
President and Ed. Gertz is Secre- 
tary. They have been invited to 
join the state association and are 
considering the matter. We need 
Davenport and they need us. We 
hope they join. 

“Wage scales reported as fol- 
lows: Sioux City, 192I, 90 cents; 
1922, 82% cents. Des Moines, 1921, 
9334 cents; 1922, 90 cents. 

“Sioux City also reports the 
passing by the City Council of a 
new furnace code. This code is 
practically the same as that recom- 
mended by the Code Committee and 
we congratulate Sioux City on be- 
ing the first city to adopt it. 

“President Anderson of the Aux- 
iliary says the salesmen would like 
to have the bulletin, so we are mail- 
ing one to each of: the Auxiliary. 
We invite the salesmen to make 
any suggestions for the good of the 
association and to send in any items 
of interest for our bulletin. 

“One member asks the follow- 
ing: What should be the area of 
warm air piping required to heat a 
two-story house, 30 feet by 30 feet, 
with eight rooms, approximately 
the same size, with two windows to 
each room? You furnace men send 
in your answer.” 





Book Gives Thorough Information 
on Galvanizing and Tinning. 


Accurate knowledge regarding 
the processes of coating metal with 
zinc and tin by hot dipping, electro- 
galvanizing, and metal spraying, are 
contained in- the new edition of 
“Galvanizing and Tinning,” by W. 
T. Flanders, which is now available 
to the trade. - | 

This new édition is as-compre- 
hensive and feliable as Mr, Flan- 


‘ders’ practigal experience could 


make it. His experience covers 
twenty-five «years as mechanic, 
builder and manager of plants. 
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Since the first edition of his book 
in 1916, many improvements have 
been made in the hot galvanizing 
and tinning processes. Several new 
methods of utilizing zinc and tin for 
protection against corrosion have 
also been devised and perfected. 

The book covers such details as 
use of pyrometer, materials em- 
ployed in galvanizing, replacing old 
galvanizing kettles, tinning mal- 
leable iron castings, retinning, coat- 
ing gray iron castings with tin, 
cleaning old galvanized and tin 
work, electro-galvanizing, Sherard- 
izing, coloring and finishing Sher- 
ardized articles, and the like. 

Copies of “Galvanizing and Tin- 
ning” by W. T. Flanders, can be 
had postage prepaid for the mod- 
erate price of $4.00 from the Book 
Department of AMERICAN ARTISAN 
AND HARDWARE REcorpD, 620 South 
Michigan Avenue, Chicago, Illinois. 





Offers Prizes for Photos Showing 
Durability of Copper and Brass. 


As a part of a nation-wide cam- 
paign designed to foster the use of 
more permanent materials in build- 
ing, the Copper and Brass Research 
Association has announced a con- 
test for school children and others, 
offering cash prizes for the best 
photographs showing the relative 
durability of materials which go 
into the construction of American 
homes. 

Some idea of the cost to this 
country of the practice of building 
for speculative profit rather than for 
use is evidenced by the result of a 
statistical study just completed by 
the Copper and Brass Association. 

The fire loss on the 21,000,000 

American homes, insured as they 
are for a total of $91,700,000,000, 
is about $35,000,000 a year, based 
on figures for 1918 to 1920, inclu- 
sive. 
The rust bill, covering the re- 
newal of sheet metal work, princi- 
pally leaders and gutters, plumb- 
ing pipe, hardware, etc., is annually 
twenty times that sum. 

The efforts to show the public 
the wastefulness of the use of mate- 
rials which need early and frequent 
replacement, is a part of the pres- 
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ent intensive campaign of the Cop- 
per and Brass companies of the 
country to increase the use of those 
metals in domestic consumption. 
The photographic contest is a part 
of that campaign. 

Fourteen prizes ranging from 
$150 to $10 will be awarded for 
photographs of copper and brass 
objects of utility or ornamentation 
which to qualify must have been 
in use more than 35 years. 

Included are copper roofs, brass 
door knockers, old copper cooking 
utensils, brass plumbing pipe. 

Fourteen additional prizes of 
similar amounts are offered for the 
best photographs showing the re- 
sults of using substitutes for cop- 
per and brass. 





Book Clearly Teaches Sheet Metal 
Pattern Drafting. 


Written so clearly and helpfully 
that it is a distinct help to every- 
one in the sheet metal trade from 
the apprentice to the expert crafts- 
man, a new book has been pub- 
lished by James S. Daugherty of 
the College of Industries, Carnegie 
Institute of Technology, Pittsburgh, 
Pennsylvania. 

It bears the title, “Sheet Metal 
Pattern Drafting and Shop Prob- 
lems.” 

Usually, the beginner has diff- 
culty in visualizing the kind of 
product which he is trying to make 
by following out the details of a 
drafted pattern. 

Professor Daugherty in this new 
book gives photographic pictures of 
practically every pattern problem, 
so that the apprentice or beginner 
is able to get a realization of the 
final appearance of the thing which 
he is drafting. 


This volume is presented not only 
for use as a textbook in trade 
schools and other institutions hav- 
ing courses in sheet metal pattern 
drafting and shop work, but also 
for home study for apprentices and 
sheet metal mechanics. 

By all odds, it is one of the best 
textbooks written in recent years. 

Copies of this admirable work, 
“Sheet Metal Pattern Drafting and 
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Shop Problems,’ by James S. 
Daugherty, can be had postpaid for 
the nominal sum of $2.50 from the 
Book Department of American 
ARTISAN AND HARDWARE REcorp, 
620 South Michigan Boulevard, 
Chicago, Illinois. 





Detroit Sheet Metal Local Starts 
Class for Apprentices. 


The Detroit Sheet Metal and 
Roofing Contractors’ Association 
has established a sheet metal class 
for apprentices at the Cass Tech- 
nical High School that bids fair to 
become a permanent adjunct to this 
widely known trade school. 

Boys that are seventeen years or 
older are furnished the School by 
the Secretary of the Association, 
who advertises for these boys and 
then places them in the shops of 
the members at 30 cents per hour. 

The apprentice is also promised 
a bonus of 5 cents per hour on allt 
the time he has worked if he has a 
satisfactory school record as re- 
gards attendance and work. 

This is in the nature of a little 
reward and gives the student some- 
thing to strive for and will have a 
tendency to keep him interested in 
sheet metal work. 

The class was started June st 
with about seven pupils and now it 
numbers twenty and is steadily in- 
creasing. 

A competent instructor,’ James 
Hendrickson, is in charge and the 
boys are to be taught a bench-work 
course. 

This sort of instruction is very 
interesting to them as they are 
aware that it will increase their 
value to their employer by advanc- 
ing them in the work so much more 
rapidly. 





Kester Acid-Core Wire Solder 
Ts Self-Fluxing. 

Other things being equal, the 
easiest things to sell in a hardware 
store are those which are the easiest 
to use. 

Nowadays, the householder has 
many demands for soldering, such 
as tinware, boilers, kettles, automo- 
tive repairing, electrical connec- 
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tions and so forth, and, if the re- 
pair is not too complicated, he does 
not hesitate to make it himself 
rather than to send it to the sheet 
metal shop for the work. 

Especially for this class of trade, 
the hardware dealer will find it con- 
venient to carry in stock Kester 
Acid-Core Wire Solder, manufac- 
tured by the Chicago Solder Com- 
pany, 218 North Union Avenue, 
Chicago, Illinois. 
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Kester Acid-Core Wire Solder is 
self-fluxing. It has the necessary 
soldering flux right in it and is, 
therefore, ready to use, no separate 
soldering flux being needed. The 
solder is filled with a soldering flux 
in a series of cells or pockets. As 
the solder is melted off, just enough 
soldering flux flows out to insure 
a perfect bond. 

This Kester Acid-Core Wire 
Solder is sold in one-pound coils in 
cartons, also on one, five, and ten 
pound spools, ready for immediate 
use. This eliminates the usual 
“good measure” loss as when sold 
by weight and saves the salesman’s 
time. 

One of the big advantages 
claimed for Kester Acid-Core Wire 
Solder is that it is impossible to 
use too little or too much flux, and 
there is no need for a separate flux 
as it is right with the solder. Thus 
a big saving of time, labor, and ma- 
terial is achieved. 








Glidden Company Will Distribute 
Anaconda Copper: Shingles. 


The Glidden Company, Cleve- 
land, Ohio, has just closed a con- 
tract with the Anaconda Copper 
Mining Company through one of 
its subsidiaries, whereby The Glid- 
den Company and its affiliated com- 
panies will have the selling rights on 
Anaconda roofings throughout the 
United States. 

The Anaconda Copper Mining 
Company recently invented a cop- 
per shingle that can be supplied in 
such colors as autumn red, russet 
brown, emerald green, peacock blue, 
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verdi green, blue green and ciive 
green without the necessity of paint- 
ing. 

Anaconda also has invented and 
patented a ductile zinc shingle made 
along the same general lines for 
use on less expensive building op- 
erations. 

These Anaconda products will 
soon be available through all the 
distributing units of The Glidden 
Company and its associated compa- 
nies throughout the country. 

The Glidden Company has ar- 
ranged through the Anaconda Lead 
Products Gompany for the exclu- 
sive manufacturing rights to Ana- 
conda Lead in Oil. This also is a 
new product made by the electro- 
lytic process and is experiencing a 
large demand. 





Issues Comprehensive Manual 
on Copper Roofing. 


So great has been the demand 
for accurate information regarding 
the various phases of copper roof- 
ing, that the Copper and Brass Re- 
search Association, 25 Broadway, 
New York, has compiled an ex- 
haustive treatise on the subject 
under the title of “Copper Roofing,” 
which is now available for distribu- 
tion to sheet metal contractors. 

The manual contains a number 
of full page illustrations showing 
the copper roof applied to various 
types of buildings. 

Sample specifications are includ- 
ed covering roofing, flashings, val- 
leys, gutters, leaders, skylights, 
cornices, etc. 

Every necessary detail for suc- 
cessful carrying on of the work is 
set forth in clear and helpful ex- 
planation. 

Copies of the new manual can be 
had without charge by any sheet 
metal contractor upon application 
to the Copper and Brass Research 
Association, 25 Broadway, New 
York. 





United States Patent Rights 
Are Granted for Punch. 

Heyman Rosenberg, New York, 
New York, has obtained United 
States patent rights under number 
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1,411,809 for the punch herewith 
illustrated : 

In punching apparatus, the com- 
bination of a bed having a slot, a 











1,411,809. a? 





Tk 
punching machine having a projec- 
tion adapted to move into and out 
of the slot and to rest against the 
end of the slot, a pin slidingly car- 
ried by the bed, and an apertured 
portion on the punching machine 
positioned for being swung toward 
and away from the pin for bring- 
ing the aperture thereof into and 
out of alinement with the pin, the 
swinging movement being described 
on a circle about the projection as 
a pivot. 





Standard Price Is a Matter 
of Honest Trading. 


Commenting upon an editorial 
which appeared in Printers’ Ink, 
Chairman Charles E. Butler of the 
American Booksellers’ Association, 
discusses price maintenance as fol- 
lows : 

This is a big economic question 
and has much to do with the pros- 
perity of the people of the United 
States. It can not be called a prob- 
lem. The whole matter is exceed- 
ingly simple and easily understood. 
The case may be stated as “Stand- 
ardization of Price” vs. “The Fixed 
Price.” 

The aim and purpose of the 
“Standardization of Price” is the 
same price for the same article to 
all the public. “The Fixed Price” 
is an arbitrary cut price for a given 
article, sold only to a few of the 
public who buy of that particular 
price cutter. 

The former is known as “Fair 
Trading for Buyer and Seller,” the 
latter as “Predatory Price Cutting,” 
an injury to the producer and ulti- 
mate wrong to the buyer. 

The advocates of “The Standard- 
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ization of Price” are the many thou- 
sands of producers who by their 
inventive genius, hard work, years 
of toil and anxiety, great risk of 
money, have offered to the people 
of the whole country an article at 
fair and reasonable price that the 
public may care for—but do not 
have to buy. 

The advocates of “The Fixed 
Price,’ more popularly known as 
“Price Cutters,” take no risk what- 
ever as producers, but for well- 
known reasons they lie in wait for 
the successful producer. 

‘They cut the producer’s price for 
one of their own making, for the 
benefit of a few of the public who 
trade with them, to the incalculable 
harm of the producer. 

They defy anyone to sell at their 
price or below, with threat of a 
price war to restrain them. 

In short, the disastrous economic 
results of this predatory price cut- 
ting of the standardized price the 
country over is so great that it can 
be only hinted at here. 

Any of your intelligent class of 
readers can follow the logical con- 
clusions judging by facts. Every 
class of trade is imperiled. 

Now consider that every produc- 
ing interest of the country, and 
every selling merchant of the coun- 
try, and their millions of employes 
and their families are dependent on 
the successful issue of their enter- 
prises—which of the two, “The 
Producer” or “The Price Cutter,” 
is most vital to the economic inter- 
ests of the people of the United 
States ? 

The correction of an evil, of a 
wrong, of the depredation of the 
weak by the strong, of piracy, of 
false pretenses, of dishonest trad- 
ing by producer or price cutter, that 
is harmful to the great masses of 
our people, is a question of the day, 
of the hour, not one of opportunity 
or expediency. It is not a question 
of “High Price,” but of “Honest 
Trading.” Prices will take care of 


themselves. 





Many a man who imagines that 
he is a born leader isn’t even a’suc- 
‘cessful follower. 


Is Granted Patent Rights 
for Damper. 

Under number 1,411,745, Hey- 
man Rosenberg, New York, New 
York, has obtained United States 
patent rights for the damper de- 
scribed herewith: 

In a damper structure, the com- 
bination of a damper, a rod, and a 





1.411,745. 


U-bolt clamping the rod _ and 
damper together, the rod being 
formed with a recess remote from 
the damper and a recess adjacent 
to the damper, the bolt being 
formed with a projection extend- 
ing into one of the recesses, and 
the damper being formed with a 
projection extending into the other 
recess. 





More Zideck Articles Are Coming 
Further lessons in automobile 
radiator repairing are in prepara- 
tion by E. E. Zideck of New York 
City for AMERICAN ARTISAN AND 
HARDWARE ReEcorp and will be 
published in forthcoming issues. 

















Notes and Queries } 





Tinners’ Tools. 
From B. J. Malerich, International Falls, 
Minnesota. 


Kindly inform me where I can 
get tinners’ tools. 

Ans.—Bertsch and Company, 
Cambridge City, Indiana; Dreis 
and Krump Manufacturing Com- 
pany, 2911 South Halsted Street, 
Chicago, Illinois; Ewert and Kut- 
schied Manufacturing Company, 
921 West 49th Place, Chicago, Illi- 
nois; W. C. Hopson Company, 516 
Ellsworth Avenue, Grand Rapids, 
Michigan; Maplewood Machinery 
Company, Fullerton and Maple- 
wood Avenues, Chicago, [Illinois ; 
Marshalltown Manufacturing 
Company, Marshalltown, Iowa; 
The J. M.-and L. A. Osborn Com- 
pany, Cleveland, Ohio; Vaughan 
and Bushnell Manufacturing Com- 
pany, 2114 Carroll Avenue, Chi- 
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cago, Illinois; Viking Shear Com- 
pany, Erie, Pennsylvania; W. A, 
Whitney Manufacturing Company, 
Rockford, Illinois; Whitney Metal 
Tool Company, Rockford, Illinois; 
Clark-Smith Hardware Company, 
Peoria, Illinois; Peck, Stow and 
Wilcox Company, Southington, 
Connecticut ; Niagara Machine and 
Tool Works, Buffalo, New York. 


Stove Valves. 

From O. G. and D. H. Donaldson, 50 
South Division Street, Buffalo, New 
York. 

Please advise us 
stove valves. 

Ans.—McRae and Roberts Com- 
pany, 227 Campbell, Detroit, Mich- 

igan; Detroit Brass Works, 331 

Holden, Detroit, Michigan; H. 

Mueller Manufacturing Company, 

Decatur, Illinois; and Rockford 

Brass Works, Rockford, Illinois. 

Hand Spring Paper Punch. 


From Wilhelm-Coddington Hardware 
Company, No. 808 Lincoln Way, La 
Porte, Indiana. 


Where can we buy a hand spring 
paper punch that will punch 
through several thicknesses of 
heavy paper? 

Ans.—Fred J. Meyers Manufac- 
turing Company, Hamilton, Ohio, 
and Bullard and Gormley, 54 East 
Lake Street, Chicago, Illinois. 


Wrought Iron Ornamental Conductor 
Bands. 


From E. H. Ward and Company, Oak- 
land Building, Lansing, Michigan. 


Kindly inform us where we can 
get wrought iron ornamental con- 
ductor bands. 

Ans.—F. P. Smith Wire and 
Iron Works, Fullerton and Cly- 
bourn Avenues, and E. M. Wey- 
mer Company, 1800 North Fran- 
cisco Avenue, both of Chicago, IIli- 
nois. 


Address of Dairy Machinery and 
Construction Company. 


From L. R. Hamman, 347 East Main 
Street, Decatur, Illinois. 


Can you tell us where the Dairy 
Machinery and Construction Com- 
pany is located. 

Ans.—Derby, Connecticut. 


“Swartwout” Ventilators. 


From Canton Roofing and Heating Com- 
pany, 63 South Main Street, Canton, 
Illinois. 


Please let us know who makes 
the “Swartwout” ventilators. 

Ans.—Ohio Body and Blower 
Company, 9300 Detroit. Avenue, 
Cleveland, Ohio. 


who makes 








33 


Descriptive Index and Guide to New Patents. 


Improved Devices Which May Save Labor in Your Shop 
or Add Another Source of Income to Your Retail Store. 


Implement for Pick- 
Henry L. 
Ohio. 


1,412,201. 
ing Up Ears of Corn. 
Westerhaus, Pemberville, 
Filed April 26, 1921. 

1,412,205. Wrench Attachment. 
Joseph E. Fisher, Oceanside, Cali- 
fornia. Filed August 31, 1920. 

1,412,243. Blowpipe. William 
L. Herron, Hartford, Connecticut, 
assignor, by mesne assignments, to 
Carbic Manufacturing Company, 
Duluth, Minnesota, a Corporation 
vf Minnesota. Filed April 21, 1919. 

1,412,255. Agitator. Glenn More, 
Jamestown, New York, assignor to 
Blackstone Manufacturing Com- 
pany, Jamestown, -New York, a 
Corporation of New York. Filed 
February 7, 1921. 

1,412,260. Wrench. Clarence E. 


Reed, Houston, Texas. Filed July 
29, 1920. 
1,412,284. Tool Holder. Samuel 


Jack Hellman, Los Angeles, Cali- 
fornia. Filed January 10, 1921. 

















1,412,447. Wire _ Stretcher. 
Adolph Bloom, Lansing, Michigan. 
Filed October 25, 1919. 


1,412,469. Bit-Chuck Retainer. 
Francis A. Jimerson, Athens, Penn- 
sylvania, assignor to Ingersoll-Rand 
Company, Jersey City, New Jersey, 
a Corporation of New Jersey. Filed 
November 9, 1920. 

1,412,507. Nail Set. 
Carter, Kansas _ City, 
Filed June 4, 1921. 


Charles J. 
Missouri. 
1,412,550. Screw Driver. Ben 
L. Bentley, Franklin, Pennsylvania. 
Filed August 19, 1921. 

1,412,583. Lawn Mower. Jasper 
Vannette, Tiffin, Ohio, assignor of 
one-third to Verne V. Vannette and 
one-third to Adair B. Vannette, 
Tiffin, Ohio. Filed May 15, 1920. 

1,412,610. Fastening for Tool 
Handles. Timothy J. Foley, New 
York, New York. Filed February 
15, 1921. 


(A 1,412,685. 


_— 














1,412,652. Metal Cutting Mech- 
anism. Aure O. Bouvier, Clare- 


mont, New Hampshire. Filed Octo- 
ber 12, 1921. 


1,412,653. Broom. Oren K. 
3oyett, Doucette, Texas. Filed 
August 7, 1919. 

1,412,685. Drainage Means for 
Combination Gutters. Frederick J. 
Hacker, Waterloo, Iowa. Filed 
May 17, 1921. 

1,412,688. Tool Holder. James 


L. Layton and Evan T. Hopkins, 
Tacoma, Wash. Filed October 21, 
1920. 

1,412,708. Pipe Wrench. Zachary 
C. Richardson, Baton Rouge, Louis- 
iana. Filed August 2, 1921. 

1,412,710. Washboard. Cart 
Rush, Wharton, Texas. Filed June 
2G, 1917. 

1,412,714. Washing Machine Ap- 
plicator. Henry Sieben, Kansas 
City, Missouri. Filed February 10, 
1921. 
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Review of Conditions in the Metal Markets. 


General Situation in the Steel Industry. Report of 
Prices and Tendencies in Sheet Metals, Pig Iron, etc. 


DEMAND FOR COPFER IS 
LESS THAN USUAL. 


Copper producers show no in- 
clination to shade 14 cents for elec- 
trolytic either for nearby or fu- 
ture shipment but second hands are 
now willing to sell at 137 cents 
delivered in the Connecticut valley 
for shipment beginning in June and 
running over the third quarter of 
the year. 

The easier tendency is reflected 
in the light demand from con- 
sumers. 

This applies to foreign as well as 
to domestic melters. 

The requirements of consumers 
generally, that is, the large inter- 
ests, of course, are well covered 
for a month or two at least, and the 
next buying movement will be for 
third quarter shipment. 

Some little interest is being taken 
in further off futures, but for the 
time being there is small inclination 
to buy. 

On the other hand, there is no in- 
clination on the part of large pro- 
ducers to seek business, either for 
nearby or future shipment. 

Exporters have fewer inquiries 
and are temporarily out of the mar- 
ket, but some further business has 
been done abroad by the Copper 
Export Association for shipment to 
Germany and France. The opposi- 
tion of France to modify repara- 
tion claims against Germany ap- 
parently will prevent an interna- 
tional loan to Germany. Thus far, 
however, Germany has been able to 
finance American purchases of 
copper and probably will be able 
to do so in the future, even if the 
loan is abandoned. Lower ocean 
freight rates have followed the 
breaking of the continental Euro- 
pean conference and it is now pos- 
sible to ship copper to German 
ports at close to $3—$3.50 a long 
ton. The conference rate was $4. 
Lower freight rates may stimulate 
German purchases, 


Before the war Japan was sup- 
plying its own copper requirements 
and exporting more than half of its 
production. 

This was true in 1913, when it 
exported 62 per cent of its output 
and as for copper imports, obvious- 
ly these were light. 

Since the war, production has not 
been increased, but the volume of 
consumption has expanded amaz- 
ingly, resulting in importations of 
between 58,000,000 and 60,000,000 
pounds yearly, mostly from the 
United States. 

At the same time exports from 
Japan were only one-eighth of the 
pre-war rate. 

That the imposition of a Japan- 
ese duty on copper amounting to 
about 82 per cent has already af- 
fected the flow of the red metal to 
that country can be seen in the 
Custom House returns from day to 
day. 

Inasmuch as that 
not take care of its own demand, 
after present supplies are exhaust- 
ed, consumers there will probably 
pay the increased price until such 
time as enough pressure is brought 
to bear to have the tariff repealed. 
Tin. 

From day to day, the pendulum 
of tin prices swings backward and 
forward through an arc of chang- 
ing quotations. 

Earlier in the week, losses rang- 
ing from £1 to £1 12s 6d were 
registered in London, while the Far 
Eastern market showed a drop of 
15s on sales of 75 tons. 

The London market was fairly 
active Tuesday, with transactions 
amounting to 550 tons, but there 
was very little business evident in 
the domestic market. 

The recent softness of the Lon- 
don market was augmented by the 
failure of the negotiations for a 
loan to Germany, while another de- 
cline in sterling exchange was 
registered. 


CC yuntry can 


London dispatches state that the 
present financial situation in tie 
Federated Malay States is desper- 
ate, which being the case arouses 
some speculation as to its ability in- 
definitely to hold the large stocks of 
tin accumulated the past year. 


Lead. 


The low production of lead ores 
in other mining sections is causing 
a larger demand to be centered 
upon the output of the Joplin 
region. 

As a consequence, the competi- 
tion.is becoming more intense for 
the limited production of that dis- 
trict. 

There is not much desilverised 
lead offering in the western outside 
market. Producers of this grade 
find it difficult to keep their regu- 
lar trade fully supplied and are not 
seeking orders at present beyond 
customary channels. 

The bookings for July are al- 
ready heavy, indicating continued 
large consuming needs through the 
summer. 


Solder. 


Solder prices now in effect in the 
Chicago market are as follows: 

Warranted, 50-50, per 100 
pounds, $22.50; Commercial, 45-55. 
per 100 pounds, $22.00; and 
Plumbers’, per 100 pounds, $19.25. 


Zinc. 

No changes of any importance 
have taken place in the price situa- 
tion of the zinc market. 

There is more disposition shown 
on the part of some sellers to offer 
future positions at close to the price 
of June, and some offerings have 
been made extending over the bal- 
ance of the year at but a small 
premium. 

Consumers, however, seem to be 
adhering to a policy of buying only 
against actual sales of their own 
products and the interest in further 
off futures is small. 

Practically the entire June out- 
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put of zinc already has been sold, 
present sales being against stocks. 


Sheets. 

With the market as active as it 
is, and with consumption running 
quite heavy in proportion of sheet 
producing capacity, it is to be ob- 
served that sheet buyers are not 
inclined to seek protection as far 
ahead as they used to do before the 
war when the current conditions 
were equally strong. 

Then they used to think two or 
three quarters ahead, and some- 
times even farther ahead, whereas 
now they are looking a much short- 
er distance ahead. 

Sheet production is running at 
approximately the same rate as for 
several weeks past. being at be- 
tween 80 and 85 per cent of rated 
capacity. 

The leading interest continues its 

schedule, adopted long ago, of 
operating 90 per cent of its sheet 
mills. 
For deliveries after July there is 
a moderate amount of covering be- 
ing done. This is in different 
forms with the leading interests 
and the independents. 

The former has not opened its 
order books, with definite prices, 
beyond July, but in particular 
cases it is willing to enter tonnages 
provisionally for August, or Aug- 
ust and September, subject to 
prices being attached later, when it 
announces its official prices. 

Among the independents the 
common procedure now is to enter 
definite orders or contracts, and 
prices above the present market 
basis by $2 a ton on blue annealed, 
$3 on black and galvanized and $5 
on automobile sheets. 


Tin Plate. 


The tin plate market remains un- 
changed at $4.75 per base box of 
100 pounds, Pittsburgh. 

The market has been gradually 
firming up for months past, leaving 
behind the moderately large conces- 
sions from the regular prices that 
were being made late the past year 
and early in the new year. 

This stiffness in the price need 
not be attributed entirely to the de- 
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mand, for the matter of cost of 
production enters. 

It seems altogether probable that 
mills that do not make their sheet 
bars will have a cost based on $35 
for bars, against an average in the 
first half of not over $30, and that 
makes about 25 cents a box right 
there. 


Old Metals. 


Wholesale quotations in the Chi- 
cago district which should be con- 
sidered as nominal are as follows: 
Old steel axles, $15.50 to $16.00; 
old iron axles, $21.50 to $22.00; 
steel springs, $15.50 to $16.00; No. 
1 wrought iron, $13.50 to $13.00; 
No. 1 cast, $15.50 to $16.00 all per 
net tons. Prices for non-ferrous 
metals are quoted as follows, per 
pound: Light copper, 8% cents; 
light brass, 4% cents; lead, 4% 
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cents; zinc, 2% cents; and cast 
aluminum, 12 cents. 


Pig Iron. 

It is extremely difficult to find a 
feature in the pig iron market, says 
the Matthew Addy Company, Cin- 
cinnati, Ohio. 

There is no outstanding charac- 
teristic except the great and en- 
couraging fact that things are bet- 
ter and there is abundant promise 


that they will continue to be 
more so. 
Yet buyers are cautious. They 


are limiting purchases to actual 
needs and sellers are equally cau- 
tious. 

They are refusing to extend de- 
liveries over any great length of 
time. 

All this makes for a good steady 
solid non-speculative market. 


The Market for Rivets Has Been Stabilized 
and Is Now Established at Advanced Price. 


Expansion of Steel Industry Is So Great That a Shortage of 
Labor Would Result from Attempt at 100 Per-Cent Operation 


HE market for rivets is now 
definitely established at 2.40 
cents for structural and 2:50 cents 
a pound base Pittsburgh for boiler. 
Jones and Laughlin’s subsidiary, 
the Graham Nut and Bolt Com- 
pany, led the advance, and other 
makers, including the Pittsburgh 
followed. 

The market was formerly at 2.25 
for structural and 2.35 cents for 
boiler. 

On small rivets 70, 10 and 10 
per cent off list is now quoted, only 
on car lots to large buyers. 

Already some shortage in labor 
has been noticed at one or two steel 
mills, and the industry is operating 
at only 75 per cent of capacity. 

It has been stated in several 
quarters that the steel industry has 
expanded so that its size relative 
to the industrial size of the country 
is now much greater than formerly 
and that if it were now to attempt 
to operate at 100 per cent of ca- 
pacity a shortage of labor and 
transportation would be uncovered 


that would hamper its progress ma- 
terially. 

With a likelihood of the steel in- 
dustry being undermanned in the 
near future and with an excess of 
labor burdening the bituminous 
coal industry a solution of the two 
problems seems to present itself. 

The unfilled steel tonnage of the 
United States Steel Corporation as 
of May 31, amounted to 5,524,228 
tons, an increase of 157,311 tons 
for the month. 

This compares with an increase 
of 602,265 tons in April and is the 
largest aggregate tonnage on the 
books of the leading interest in 
more than six months. 

The mills of the corporation pro- 
duced about 2,720,000 tons during 
the month, indicating an operating 
rate of approximately 74 per cent 
of capacity, while the independents 
did slightly more than 68 per cent. 

This makes a combined operat- 
ing rate for the entire industry, for 
the month of May of about 71 per 
cent. i 








Current Hardware and Metal Prices. 


AMERICAN ARTISAN AND HARDWARE RECORD 


is the only 


publication containing Western Hardware and Metal prices corrected weekly. 








PIG IRON. 
Chicago Foundry... 23 00 
Southern Fdy. No. 2, 24 16 to 25 16 
Lake Sup. Charcoal........ 29 00 
Malleable ........+-+ 23 00 


FIRST QUALITY BRIGHT 
TIN PLATES. 


Per Box 
Ic 14x20 112 sheets $10 00 
Ix BEEDO. nc ccccvsce 11 25 
Ixx J ae ° 12 60 
xxx BEBRS. cc cecccces 13 90 
(XXxXX SERED. cc ccscvece 15 25 
{Cc BORSS.. ccccceces 20 00 
Ix ee ° 22 50 
Ixx , ° 25 20 
IxXxxX DORs occccccccs 27 80 
CREEK SONS... cccceces 30 50 


COKE PLATES. 
Cokes, 180 lbs... 20x28 $11 80 


Cokes, 200 lbs... 20x28 12 00 
Cokes, 214 Ibs...IC 20x28 12 35 
Cokes, 270 Ibs...IX 20x28 14 10 


BLUE ANNEALED SHEETS. 
PDs acceoennnes per 100 Ibs. $3 38 


ONE PASS COLD ROLLED 
BLACK, 


BPG. BESO. cc cces per 160 Ibs. $4 25 
SOM. - BS-O6. cscs per 100 lbs. 4 30 
aa per 100 Ibs. 4 35 
Be, Bivecssoscvus per 100 Ibs. 4 40 
NE Ss ane ne a:e cael per 100 Ibs. 4 45 
ee PPPrrrrrre per 100 lbs. 4 55 
GALVANIZED 
i ne per 100 lbs. $4 70 
> | eee per 100 Ibs. 4 85 
No. 22-24... per 100 lbs. 5 00 
ee per 100 Ibs. 5 15 
Sg Fee per 100 bls. 5 30 
a ee per 100 Ibs. 5 45 
a eer per 100 Ibs. 5 95 
BAR SOLDER. 
‘Warranted. 
OO veaceen per 100 lbs. $22 50 
Commercial. 

Pe tecaned per 100 Ibs. 22 00 
Plumbers ...... per 100 lbs. 19 25 
ZINC. 

Ee ere eee oreoven - § 95 
SHEET ZINC. 
ee 8%c 

Less than cask lots........ 9 
COPPER. 

Copper Sheets, base...... oocckee 
LEAD. 

American Pig .......... coo eee. 36 

SP eves SS eCeaedessoveson - 6 90 

Sheet. 

Full coils ....per 100 Ibs. 8 25 
Cut coils --Per 100 Ibs. $8 50 
TIN. 

Pig tin............per Ib. 35 1/5¢ 


Bar tin............per lb 37 1/5c 


HARDWARE, SHEET 
METAL _ SUPPLIES, 
WARM AIR HEATER 
FITTINGS AND AC- 





CESSORIES. 
ADZES. 
Coopers’. 
MEEEOOEO cccceceses soconee cee 
White’s .......- Seeceeseosves Net 


ON. 
Shells, Loaded. Peters. 
Loaded with Black Powder 18% 
Loaded with Smokeless 


POWGSE ccccoccccessess --18% 
Winchester. ; 
Smokeless Repeater 
MEN. 0604006050000 & 4% 
—— sanaer 
siete tai --20 & 4% 
Black * powder veeoes 20 & 4% 
U. M. C. 
Nitro Club .........- 20 & 4% 
BOGO «ccccccceceesess 20 & 4% 
Mew Club cccccccceces 20 & 4% 


Gun Wads—per 1000. 
Winchester 7- 8 gauge 10&7 % % 
9-10 gauge 10&7%™ 
- 11-28 gauge 10&7% % 


ASBESTOS. 
Paper up to 1/16........ 6c per Ib. 
aT 6%c per Ib. 
Millboard 3/32 to %....6c per Ib 
Corrugated Paper (250 
ee. St. tO FOE). coe $6.00 per roll 
AUGERS 
Boring Machine.......... 40&10% 
Carpenter’s Mut .cccccccceccs 50% 
Hollow. 
BOs 0. 0:4046 per doz. $30 00 
Post Hole. 
Iwan’s Post Hole and Well 
042 0660660¢0008 08 30 and 5% 
Vaughan’s, 4 to 9 in., -with- 
out handles per doz. $14 00 
AWLS. 
Brad. 
No. 3 Handled..per doz. $0 65 
No. 1050 Handied 1 40 
Patent asst’ d,1to4 - 35 
Harness. 
COUMEMOR cccctccs per doz. $1 05 
PESO ccoseccecs ™ 1 00 
Peg. 
Shouldered ..... ‘ ns 1 60 
Patented ...... - 75 
Scratch. 
No. IS, Socket 
Handled ...... per doz. $2 50 
No. 344 Goodell- 
Pratt, list heer coecse ey 
No. 7 Stanley....per as *2 5 
AXES. 
First Quality, Single 
Bitted (unhandled), 3 to 
6 TR, DOF GOB.ccccee o+++-$11 00 


Ouse Quality, Single 
= Bitt -— same wa, per 
> wrieace esnveces ecece 


‘BALAN CES, SPRING. 


10 00 


Universal. 
Sight Spring......List less 25% 


GEOG 3 eseccecs List less 25% 
BARS, WRECKING. 
ae Oe  Biccaess osecee® 
Vo & Be BA Bb. cocccceve e- O 75 
T.+ae Bh Bh Bebe cocccecece 0 80 
7, Ge Bb Bk Bilecsoscecsces 0 85 
KF. & Be BA. Be ccvccace -. 0 90 
BEVEL, TEE. 
ws Rosewood handle, new 
pe avccacencseneceDeen 


Stanley iron handle..........Nets 
BINDING CLOTH. 


BORO ccccccccsccecsoeccosooeee 
BED cccenéssubndece se seeeee 40% 
| plated cocccccecoecncsOee 
BITS. 

O"fen ennings Sutter. cocesueen 
Deeceeese 320 BB % oft 

Ford's Ship haaseowe +++-25% off 
Irwin ...... ecccccee Se 
Russell Jennings. coon olay 10% 
Clark’s Expansive.. 33% % 


GENE ccc ccc ct SecdctetccscccdO® 


Countersink. 

American Snailhead........ 1 75 
6 MOBO ccccceccccce 2 00 
” FIAe ccccccccccss 1 @ 


Dowel. 
Russel Jennings ......plus 20% 


Gimlet. 
Standard Double Cut Gross $8 40 
Nail Metal Single 


Cut ......Gross $4 00—$5 00 
Reamer. - 
Standard Square....Doz. $2 50 
American Octagon... “ 2 50 
Screw Driver. 
No. 1 Comomn..... --Each 18c 
No. 26 Stanley........ Each 70c 


BLADES, SAW. 
Atkins 30-in. 


errr 6 40 26 
$8 90 $9 45 $5 40 
pistes 30-in. 
Beek, . ceases 
$9 45 $10° 05 33° 45 
BLOCKS. 

WOORER 2 cesscccsccceesecess 20% 

Patent ..... Cocccceecescvess 20% 

BLOW TORCHES (See Firepots). 

BOARDS. 

Stove. Per. Doz 
26x26, wood lined....... 14 45 
28x28, = ~ pecans 6 95 
30x30, = we ecuisiermiand 19 00 
26x26, paper ayes. ‘eueosee 8 15 
28x28, sosgee |B 
30x30, ass ware Te 10 80 

Wash, 

No. 760, Banner Globe 


OSS eee per doz. $5 25 
No. 652, Banner Globe 
(single) -per doz. 675 


No. 801, Brass | King. per doz. 8 25 


No. 860, Single—Plain 

PU 3 éeénanesececesce 6 25 
BOLTS. 
Carriage, Machine, etc. 

Carriage, cut thread, %x6 
and sizes smaller and 
GOCTEP cccccesasecs 60 a S% 

Carriage sizes, larger 
longer than x6...50 & 10% 

Machine, %x4 and sizes small- 
er and shorter 60 & 10 & 5% 

Machine, aizes larger and 
longer than %x4....60 & 5% 

DE. <axceentyee onnenaeee 80% 

Mortise, Door. 
a BN ‘ecceennedecenet 5% 
Gem, bronze plated........ 5% 
Barrel 

(0 SPT er Tee eocceccecs --Net 

TERED nccceéasccsnceceees ” 

Wrought, bronzed ....:..... “ 

Flush. 
Wrought ..... Scocccecvceces Net 
Spring. 
WOGGME .cccccccee cdeenee = 
Wremeee, BERUF cccccccsce ™ 
Square. 
WHOUEME 3 ccccceccscce sevece ™ 
Seems. 
Mail. No. 4 10 
Per doz. "$18 $0 $23 06 $29 00 
Cast Iron. 
POP GOR, cccccccccsscepecst GD 
Mitre. 
Btamtey'S.-cceccses Net Prices 
Stearns, No. 2..per doz. $48 00 
BRACES, RATOESE. 
Goodell- Pratt BM, Bebe cocece $4 60 
No. 410. ~-. 4 80 
- - ©. 412....... 5 00 
V. & B. No, 444 8 in..... coos @ 6S 
V. & B. No. 333 8 in....... -- 4 30 
Vv. & B. No. 222 8 in........ - 400 
V. & B. No. 111 8 in....... ee 8 50 
V¥.@&2B.Ne. i112 8 tm.... cose 8 OS 
BURRS, RIVETING. 
Copper Burrs only........ . -50 
Tinners’ Iron Burrs ‘only... .Net 


BUTTS. 

Steel, antique copper or dull 

brass finish—case lots— 

34 x3%. --Per dozen pairs $2 75 

4x4.... 80 
Heavy Bevel steel 

sets, case lots— 

mia oue ited eal per dozen sets 7 50 
Steel bit iceyea front door 

Sete, GRE ccccccscccccee & 8D 


inside 


front door se each.... 3 25 
Cylinder front door sets, 
OMG ceccocsccsccosccces F OO 
CALI be 
ED een sccideeecoeee se+e+-Net 
Inside and Outside .........+- 
MEE oscovoussdesvseesenstScsce ~ 


CARRIERS, 


Hay. 
Diamond, Regutar... one, nets 
Diamond, Sling.... ee 
CASTERS. 
Standard—Ball Bearing. 
nresbecdecenseses -+--50 & 
Bed .ccocccccece ee 
Common Plate. 
Brass Wheel ..... 
Iron and Porcelain’ wheels, 
new list .cccccs. -50% 
Piliaaeiphi Piate, “new 
50% 


eecccccedoocesec epee $3 


CATCHERS, GRASS. 
sensed 008 per doz. er os 


CEMENT, FURNACE. * 
American Seal, 5 lb. cans, net $0 45 
b. cans, “ 90 
25 lb. cans, a 1 87 


10% 
-40% 


-15% 





Asbestos, 5 Ib. cans 45 
Pecora, 5 lb. cans.. 7 46 
” 10 lb. cans.. ™ 90 
* 25 lb. cans - 2a 
CHAINS. 
Breast Chains. 
With See, - «GOB. pairs, $5 50 
Without Slide. = 5 06 
Doublestack . on 9 35 
With Covert Snaps a a 6 33 
Picture Chains. 
Light brass, 3 ft., per doz. 1 a 
Heavy pean, 3 tt. 
Sash Chain. (Morton’s) 
week, per 100 ft. 
acihe ceebewneeewenes eden $2 50 
1 Lcebqcebeeteesanesees coe 8 10 
saciieitecaianrainit ati derek tena NG ain aie 3 60 
Champion Metal. 
ijaeceee SbSCSENNR eee 5 40 
2h obs dsecnaennedeeneeuss 5 60 
7 75 


Champion’ Metal—ixtra Heavy. “ 
Cable Sash ‘Chains, 


covenent List Net Plus 15% 
oman, CARPENTERS’. 
ES cuceoveseeness Per gro. $3 00 
PM sacceoseweseets 00 
WRG coccccccecese ” ; 80 

Common White School 
CRAFOR cccceccese = 0 30 
CHIMNEY TOPS. 
Oe Dias cesdaceud per bag $1 80 
CHECK, DOOR. 

COPbin .cccccvcvcccosesee Net list 
TEER §coecrcneonseenae Net list 
CHISELS. 

Cold. 


Good quality, 5 in., each #0 44 
nn. 
a a oy Point. 


We. 35, BH Mrecccee 0 23 
V. & B. No. 15, % in....... 0 48 
Firmer Bevelled. 
Round Nose. 

V. & B. No. 65, % in....... 0 33 
V. & B. No. 65, % im....... 0 44 
Socket Firmer. 

Cape. 
V. & B. No. 50, % in....... 0 29 
V. & B. No. 50, % im....... 0 64 


CHUCKS, DRILL. 
Goodell’s, for Goodell’s Screw 
Drivers...... --List less 35-40% 
Yankee, for Yankee Screw 
DEIVGTS cccccocccccsecsces $6 00 


al. sbackiven 10 

MO. seccsses $3 00 . i) 4 85 
Belle, Barrell........-. 7% % 
Common Dash, 

Gal. cecccccesoes 

Per doz.... -$17 00 19 "00 

CLAMPS. 

Adjustable. 

eS are eee 

No. 68, Screw......ceeecees 20% 
Cabinet. 

BOPOT ccccccccccocesceecns 20% 
Carpenters’. 


Steel Bar..List price plus 20% 
Carriage Makers’. 
2% -! inch. «..+-++-Der doz ‘. y +4 
S «  uaseneees = 
a ow © ‘paceeeece = 
Hose. 
Sherman’s brass, Sam 
Per GO coescecess -$0 48 
De. brass, ‘%-inch, “per a se 


Wenteanh’s, No, 1, Sis. ‘¥ No. 
2, $18.25; No. 3, $16. 


CLAWS, TACK. 
Wood hdl. No, ae. oar doz. $1 15 

Forged steel, wood hdl 16 
| nel GGG -ccssovecss * 5 


eeccccccccees = 50 
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CLEVISES. FACES, WOOD—50% off list. 
BiaMeeMe cccecescecsocs --10¢ Ib. FENCING. 
PERS. Lawn fence, single space, 
Belt (Carolus). Dy actasneneenseeea 9 12 
dace seeveeeesee$2 50 Lawn fence, single space, 
Ne. : sen vennes eteseteoocee 3 25 SG §«nccensegeesennes 20 
NO. 8...-cecececccees ++e+- 425 Lawn fence, double space, 
CLIPS. Lawn fences, “double space, 
Bee 96040600668 6068 ° -65&5% itz ine oh eink “SH; 48 75 
t . e ence, n 10 
a = = ee te ee ne be 12 filling oo 
ame, Dc vcoavcede 
Non Rion, tll Pieces, == gs“ Field fence, 32-inch, ‘No. id 
Non Rivet Glips......222: 90 top and bottom 12 filling 30 34 
mame jl 50c Bee, © . Geeisseccccacs 39 41 

COLLARS, STOVE PIPE. eller’ {American . .70% 

Lacquered. MEL. secexGaeeecscnnuan 70% 

[ny sattera, - 5 6 7 APCaAde .....seccccceces 60 & 10% 

per doz......65¢ 5c $400 Bagg ene s2r2775"""8o-ape 

COMPASSES. Great Western ........ 60 & 10% 

Carpenters” cccccccccccccecs 15% pooreey & Foot ...... . 60 & 10% 

S—Soldering. McClellan ....eeseeees 0 & 10% 

oop ointed oofing. . oe eecercccccces 50-10-1027 

oer e eee eee eee een eee ‘0 

. 2 ee eee. eT eee Mane ....--- 50-10-5% 

2% “ 45¢ bw. ecovcecestunéicenesas Net List 
1% 55c FIRE POTS. 
ae = 60c Clayton & Lambert’s— 

East of west boundry line of 

Picture. st povines of —— a 

, , YO. akota, 0. akota, Ne- 

White Wire.......... 60 & 5% braska, Kansas, Oklahoma, 

Sash, = Amarillo, San Angelo and La- 
Spot No. 7.....+++-- per Ib. 65c Sn. i. cptnanacecnee 55% 
Common, No. 7..... eo 40c West of above boundry 
COTTERS, Grane. ie ped ceed a ee gy oes 2% 
AM GOOEE. a0ncnane6sseseness 87%% Turner Brass Works— 

a. 

Brass COUPLINGS, HOSE 0098. Me OS Barcemo-Goasiene 

aster Torch, 1 qt..... 

CUT-OFFS No. 48 Kerosene-Gasolene 
Standard gauge.......se--- ~-35% Master Torch, 1 at. 73 

B36 GAUGE. .cccccccccccces ie ore 20% No. 95 Double Jet Torch, 
CUTTERS, Gassteme, 1 Gb. ccccesss 95 

Glass. “e 380 Kerosene-Gasolene 
Red Devil.cccccecccceece oee-Net orch, 1 qt. (mew line). 6 48 

Meat. No °33 = Jet Gasolene 
Enterprise—Nos, 5 - 33°25 ne 1 co ec eccccccescs 93 

Each bers’ 

Nos. 22 2 No. a. ioaive Tron Tank - 

“ ...-$6 50 $8 50 we * Gals yon "Tank : 

Pipe. 3 ‘with Pump, 7. pts....-..7 47 
Saunder’s, Nos. No. 56 Straight Side Steel 
ght shie Steel 

m.. toe 85 2 By! 2 1 rank with Bulb, "elec 8 82 

w vo. t t t 
4-knife Kraut...... $20 00:66 00 Soak Gun Tan 8 uae. © 66 
3-knife raut, ANI 

Gx87 im. cccoce «++-13 00-18 +4 CARVER ZED wall, dos. 
1-knife' Slaw....... 25 Pails (Competition), 8-qt.. 65 
2-knife Slaw....... 3 00 Di wehecsemeesnkos deen’ t 85 

WD bidis.ccucccsace» 11 00 12a. eeecees eeeee cocees : + 
= —— STOVE PIPE. wash tub,  caeeadaande 5 30 
i nae =—( | eine geen 
6-inch ..... ecccee per doz. $1 50 No. ." jib aehheehenneneiede 7 00 
DIGGERS. GARAGE DOOR HARDWARE 
Post Hole. BOOM ccccccccescccececs All net 
ae, s cone Handle GAUGES 

(Eureka 4 

4-ft. Handle...per doz. 15 00 Marking, Mortise, etc...... ..- Nets 
eal er aan 20.00" Disston’s)..... iia 20000 -88% 
wan’s Hercules ’ IMLETS 

BOP GEE. vocsccececcees 28 6 G y 
Dividers, Wing .....- ciceecee25% Discount .......... 65% and 10% 

DRILLS. 
Bench. a reelhptetien 
a? -) eed ed (New Double Strength, A and B, 
Bt) cccvccccccccccecsce fO® Se GS pasewedsancedeseex 85% 
oun t. GLUE, 
we Falls No. 12, per Bulk. 

OR. eshbevdaseoqucnecas $45 50 ye eee --Per Jb. 35c 
Millers Falls No. 112, per BD GERD cccccceseses 40c 
Gee.  scncees caidicccocsccee SB OO ated Pn oneens ” 32c 

Hand. quid. 
Gqgaetts Automatic. Army & Na&avy.....eseeeees 40% 
Seeccceccs ° ch $1 60 Le Page’s— 

— aoe 200 List TAM. .eeseeeeeeees 87% % 
Goodell-Pratt No. 4% “ 3 00 st “ ’ eecccccccs eeeees 
Goodell-Pratt No. 379. “ 4 00 List “C”..... rapeezee --25 % 
Reciprocating. GREASE, XLE. 

Goodell’s Oe Wess - ‘ 43 00 
DRIVERS, SCREW. Hub Li jnitning es 
Stan@ard  ....cseccce 0 ah ..-Nets Wood sp 
75 and 15% of Standard List. Preset 3. 15 He. $1.00; 35 Ib. 
SEEUOE adh oho 000:0000450000008 Net Hub Lightning, 15 1b. 90c; 25 
a eed Pipe. lb. $1.21 each. 
Galy Steel, Tin and Terne HAFTS, AWL 
— 4 guns a mene Corrugetes Brad . 
ts) nch, - gauge .. “ 
2 to 8 inch, 26 gauge 48% . eneee cccccceeper Gos, $0 35 
bd nch, Gauge «.... Patent, plain top e ee 
BOGE «0c00006ss 6n50neeeeseanee Patent, leather top “ 80 
Square Corrugated. ing. 
Standard gauge ..........50% CORIO ccccecce ey 24 
SE GAUSS 2c ccccccccccce -385% Patent .... ” 55 
Milcor Atubnendhedasahns ole HAMMERS, " HANDLED. 
EL S—Stove Pipe. Sach, net 
1-piece Corrugated, Uniform Blacksmiths’, Hand, °. 
Doz. DE oSéanddedicadeds 35 
B-inch .....c..sseceeeseseee$l 25 Engineers’, No. 1, 26- ~0z.... 1 35 
C-OMGR a cccdecdécccscecceess § ers’, SO F% WOBecceree 3 & 
VG scdsbbcdsunes ecceccce 80 Machinists’, No. 1, 1-08.... 1 06 
Special Corrugated. " 
oz. be eee. No. 41, 20-oz., 
C-Omem ° conccoccsedsceceeceeen BP 8 60§.__ GBD. ccedcccceecedcs 1 45 
FORE  ccowespenseees ane 1 Vanadium No. 1%, 16- -0%., 
Uniform, Collar Adjustable each ..... 1 45 
Doz. Vv. & B., se. “11%: "16-oz., 
Sime cccocsecccvcesscopeccsn OO GA act cennessenneesens 1.04 
GUE cecccctectcoesscenpes On Garden ‘City, No. 111%, 16 
TEMG  coccceccscccdeccssoe BOO OB, GOBCH coccccccccecde 17 


ARTISAN AND HARDWARE RECORD 


Tinner’s Riveting, No. 1, 8 
OB.  GOGR cccccccece ose 80 
Shoe, Steel, No. 1, 13 oz., 
CBC occccccorscocsecceces 73 
Tack. 
Magnetic, 

No. 5, COCR. ccccccccecs 1 00 
HAMMERS, HEAVY. 
PasvieeW § ccccccccccesecesve 20% 

Mason’s, 
Single and Double Face....50% 


HANDLES. 
Agricultural Tool. 


4%-inch, plain...per doz. $3 50 
Auger. 
Common Assorted, per doz.$0 75 
Pratt’s Adjustable, os. 
1 & 2, per doz.......++-. 6 00 
Ives’ Adjustable..per set 1 35 
Axe. 
Hickory, No. 1....per doz. : 00 
Hickory, No. “at 00 
lst quality, second growth é 00 
- white, 2nd growth 4 50 
Chisel. 
Hickory, prseet. Firmer 
Assorted ........ er doz. 55c 
Hickory, Socket Firmer, 
Assorted ........0. per doz. 70¢ 
Doak PEG .cccccccccescesess 40% 
Drtiting PICK .ccccccccccces 40% 
File, assorted........ per doz. 30c 
Hammer and Hatchet. 
Be. 1, BOP GOBecscceccces $0 80 
Second growth hickory, per 
Gk. beh wencwenddasennben 1 20 


Hay and Manure Fork, Han- 


dies, Strap and Ferrule.. 
Léseesantaneeces per doz. $7 00 
Serew Driver. 
pO rrr TTT each 6c 
Shovel and Spade...........-. Net 
HANGERS. 
Door. 
Matchless” ........e0 coccc cet 
DOEEEEED. ccccecccecescoscocs Net 
RichAraS ccccccccecccececs 25% 
Garage Door. 


(See Garage Door Hdw.) 
Conductor Pipe. 


Iwan’s Perfection...... -+-50% 
Milecor Perfection .........- et 
ves Trough. 
Steel hangerB .......ceeeeees 30% 
Triple twist wire..........-..10% 
Milcor Eclipse ......cesesees Net 
Milcor Triplex ......ceseeeees Net 
Milcor Milwaukee ......... --Net 


HASPS. 
Hinge, Wrought, with staples, Net 


HATCHETS, 
Per doz. 
Size No. 2 extra quality 
broad 6 +4 


Competitive Grade 
No. 2 Warranted Shingling 12 00 
Competitive Forged 8 00 


HAY RACK BRACKETS 


Wenzleman’s No, 1 
-<eenmnneees per doz, sets $18 00 
Wenzieman’s No. 2 
sanesenneend per doz. sets 19 20 
HINGES. 
Blind. 
Clark’s Guntiy 
TER. Becccccccecssces per set 45c 
WO. Boccsecccccecess - 88c 
Gate. 


Claris. .cccccss 2 3 
Hgs. & Ltch, ea. s6c 110 2 40 
Hinges only— 


veoer cacevene cocce $1 25 
Letshen only— 

NO. Locices eecccccecs each 28c 

Me. 3B. .0¢ eeveceasce c 

Screen Door. 
1751—3x3 seers ee OZ. $2 + 
1753 —2%x2% ecccce 

Spring. 

Chicago ...... Add 10% to list 
GOMER cccccesecoces ceosecees ‘0 
Matchiess Svoccccescoses --40% 
New Idea -per gross “$6 90 

Wrought 
Per 100 pairs with screws: 

Light Strap Hinges, No. 3 $12 00 
Heavy Strap Hinges, No.4 15 75 
Light T Hinges....No.$ 12 10 
Heavy T Hinges...No.4 20 00 
Extr® Heavy T Hinges, 

9204250454 ahi he No.4 21 50 

Screw Hook and Stra p- 

6 to 12 pee ° “Dat 100 Ibs. $7 75 
14 to 20 in. = 7 50 
22 to 36 in. e ai 7 26 

Serow, L noes and Eye. 
oe Wee eucess per doz. pair $2 00 
& i cocccece 3 50 
BH tmecece ewe “ 6 00 

HOES. 
GarGeR ccvccccceces Ceevccees Net 
KS. 

Awning, No. 60.......... oee-Net 
BOOMS ccccwoncsececocs T0&5% 
TOMCH cececccccesseseee C5RSH 
x. 

UO. coccecccs 
Bach «...0. «+-$0 *59 Ps 7 0 46 
Bush. 
Common Axe Handle, 
OP GOB. .cccccecsceccc sQee OO 
a. = - 


/1é 7 


Pr i090 st 60-8 10 3 iis 11 6° 12" 60 
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Clothes —~ ted 





Japanned. oe, doz. sto—3 00 
Galvanized. c—2 26 
Conductor. 
Conductor hooks ....... 20-10% 
GE stheadessetene’ debe Net 
Corn, 
Common, riveted, red, per dz. Net 
Little Giant eocceccece 
Grass, 
Common Nos. 1 3 5 7 
Per doz..$4 25 3 25 3 40 3 50 
Hammock, 
With plate....... Per doz. $1 00 
With screw...... 
DD eucenecnad 50% 850% 810% 
Potato and Manure......... 
<a, 
Per Ft. 
%-inch molded reel ....... 13%c 
%-inch 3 ply duck......... 13%c 
%-inch 4. ply duck......... léc 
%-inch 5 ply multiple...... 10%c 
IRONS. 
Sad. 
Charcoal ... -per doz. $11 00 
Common, polished, per 
100 | Tiga Aya pe 
No. 70 Asbestos seceee $1 50 net 
—_— ioe. ~. . enacee 75 net 
Common, nickel pintea” 8 26 
Mrs. Pott’s 
No. 50 J. Enterprise, per set Nets 
No. 55 J, 

No. 50 T, = “ vas 
No. 55 T, - - ” 
JACKS. 

Wagon. 
Richard's No. i..per doz. $15 5@ 
Oliver, 
De. 49006000068 $0 60 $0 8@ 
IUGR. cccccceses 0 00 
Standard, 
h 
SUOE coccoccceceseescosecces 40 
KETTLES 
PGR 02006060505000000460a08 15% 
CEE «obese ccdesseeees at 
COURGE cocccocescvecces per lb. 27 
DE a6ne8e000nseseenae 40&10% 
SUGOP ccccccecceccesecececes 50 
KNIVES. 
Beet Topping. 
ae 9-in. Scimiter Blade, 
Sh. «teennendsse0eeeanes 25% 
california Seseccccorcccosses 25% 
Bute 
Beechwood Handles, 6-inch 
Beechwood Handles, 7-inch 
rutees ene 0600090 ue 25% 
Beechwood Handles, 3-inch 
gpneddesesevoesses 25% 
euuite SE acecccsecess «++ 25% 
Drawing. 
Standard .......++. oseeee 25% 
BETEEORROD 6.0 006000 94098 oe He +4 
— Carpenters’ ...... 25%. 
a 
Iwan’s Solid Socket....... 25% 
BERGE avoccaseseesececes 25% 
Iwan’s Sickle Edge........ 25% 
Iwan’s Imp’d Serrated....25% 
Hedge. 
CRAIORTO ccccece PYTTTTTiT.} 
Beets BOA Bessecesacces 25% 
Putty. 
COMMON cecccccccecs oes 25% 
EAGT OS. ccccsccescocesces 25% 
Scraping 
Beech” “Handle ceccecees «+ - 25% 
Lander’s ...... errTrrrrrry ) 
KNOBS. 
Door. 
BEPROTRR sccccccce per doz. $2 00 
Porcelain .....++. ” 00 
SH cccccecscceses > 2 00 
LADDERS. 
Step. 
Common, per ft.......s.++. 
Common, with Shelf, add idc . 
0009 909% 0008040008 eee - 340 
Challenge, 6 to 9 ft........ 55e 
20 GO TG Beccccccceccccces - 606 
LANTERNS, 


. Per d 
Monarch tin, hot bilast....$ 8 


Dietz No. 2 cold blast.... 13 00 
Best tubular .......... es 25 

Competition lanterns No. 
"Feet epee - 6 66 

LEATHER, LACE. 
Rawhide %-inch ....100 ft. $2 00 
%-inch “ 400 

LEATHERS, PUMP. 
Valve and Plunger..........+. Net 
LEVELS. 
Disston, No. 28 Asst......-. $22 05 
No. 18, 20 in..each 1 83 
No. 22, 24 in..each 2 40 
- Shafting, 6 in.... 19 80 
“ 6 in. gr. glass a 20 
- Me, 2 AGRicscoces 5 75 
ee WO. 9 Ag. ccccces 12 4@ 
4 24-26 im. ....each 1 02 
” 28-30 in. .....each 1 00 
LIFTERS. 
Stove Cover. 


Coppered .......per gro. $6 
Alask " a 


00 
BD ccccsececce 7 


Payson’s ....... Serrrrrrrn: |. 1 
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LINES. 
MR acecoedacns sen eous er lb. 25c 
DE: “tslechenaewek@ads - 5c 
rR ” 25c 
Braided Cotton ..... ss 62c 
LINENS, STOVE. 
Bricks .... -per crate 42c 
“LOCKS. 
Barn Door. 

No. 60 Stearns. -Pper doz. $12 00 
No. 80 = 24 00 
MACHINES 

Riveting. 
Stearns No. 1...per doz. $16 00 
Tenoning. 
No. 50 Peace’s Spoke, each $16 00 
MALLETS. 
Cagpentery’. 
Fibre Head, No. 2 per doz. $16 50 
" No. 3 o 19 50 
il No. 4 ” 28 50 
Round Hickory 
Pry per doz. $3 00— 5 00 
Tinners’. 
ee, ee per doz. $2 25 
MATS, 
r. 

National Rigid ...... &10&5% 
Acme Steel Flexible....... 50% 
MEASURES. 
Galvanized, doz........ -....Nets 
Japanned, doz........- oveeus Nets 
MITRES. 

Galvanized steel mitres, and 
caps, end pieces, peepee 3 
WRGSE cece cccsccccoceccoeses 
MOPS 
Cotton, Star -- Ends) 
Pounds 12’ 5’ 18’ 24'-3-oz. 
Per doz. $4 00 3 $85 5 50 7 00 
Enterprise ......cccccceces 16% % 
DEE 8 etddeceascecccenes 50&5% 
NAILS. 
Gee BO cccccccccces secede $4 45 
DP MD <wesseveccneencieee 4 45 
ire. 
SO. ccccvccecene ee 3 00 
Cement Coated. 
Gamal). Lots. ...ccccccccees 2 65 
Horseshoe. 
DE «cacecsescevewed 55&5% 
CPOE cc cccccscceseenns 15 
MNUOGE 3 ccccesectceccoce 55&5% 
WARE ccccccccoveceess 20&5% 
a. oeeoesdcesnceéueee 30&5% 
Brass WORED ccccccessonass 25% 
ciety bint itadnik al 50&5% 
Furniture ........ List pius 15% 


NETTING, POULTRY. 
Galvanized before weaving...50% 


Galvanized after weaving....40% 
NIPPERS. 
End tting. 
sk. (Swedish) In. 6 6 
Per dozen........$12 60 15 20 
End and Diagonal Cutting. 
Berg’s (Swedish) In. 6 6 
meat . 6eannee $10 05 13 00 
DE -onteesceeeede 40830% 
Vv. & B., No. “62, each. -$2 
NOZZLES. 
Peer per doz. $9 50 
Diamond ....... - 6 75 
OILERS. 
Chase Pattern. 
Brass and Copper ......... 16% 
BED - cceeccserescecocens 22-20% 
Railroad. 
COPRETOR ccccccccccccess 3344 % 
Steel. 
Copper Plated ....... §0-10-5% 
OPENERS. 
Delmonico osoer doz. $1 30 
Never Slip.. 65 
Crate. 
Vv. & B.....per doz. $7 25-11 00 


PAILS. 
Cream. 
14-qgt. without — 
er 


eee eee ween 


doz. $9 50 
18-qt. without ounee, 
RE PINS a8: per 


doz. 11 00 
20- “at. without gauge, 
coccccconccceer. Gow. 82 


Sep. 
10-qt., IC Tin....per doz. $4 00 
— . 5 50 
Stock. 
Galv. qts. 14 16 20 


Per doz.$9 75 10 75 12 A 14 50 


ater. 
Galvanized qts. os 12 14 
Per doz...... $5 7 6 560 7 25 


Wood, 
Cable, 2-Hoop 


“per. doz. Nets 

Cable, 3-Hoop .. Nets 

Cedar, 3-Hoop, brass “ Nets 
PANS. 

DL ocche maaan dds made we Net 
Sonsmen oe00eeseeeeees ..- Nets 
 S0bbdiwwe eed ieessonee 2 

ing. 
Paxton, 

OR oc 1 2 3 4 
| Ee ° Nets 
ED ont ied ah heb te " 


Savory. No. 200. . per doz. $8 40 


PAPER 
Roofing. Per square 
Mayor, 1-ply ...ccccsccceces 3 
se: BOE cccoececesnceves 
ws Say 6000450000e0en8 
Red Rosin ....... per ton $111 iB 


Sand and Emery. 
No. 1 per ream, best grade $5 40 
No. 1, per ream, cheaper 


grade 6660 db OES ORO+ ES 4 35 
Potato. 
Goodell’s —gyerery 10% 
is GAG, . ccecicnccecces 6 50 
Goodell’s Saratoga, 5 in., 
DE. enccsecnuccenss coon OOS 

PICKS 

Adze Bye Ore......ee++es- 2%% 

Drifting and *Poil Picks. --22%% 

Plumbs, Railroad ......... 2% % 

BUPERACO ccccccccccecccscces 22% % 
PINCERS. 

peat ,» cast pe. : 

NGiich’ $0 66 0 72 $0 93 $1 "ts 
Blacksmiths’, No, 10..... 
Heller’s ....ccces:- List pius sox 

PINS 
Clothes 


Common, per box of5 gro. $0 95 


Picket. 
Fluted, 15-in ..per doz. $1 10 
Fluted, 2l-in .... ie 1 60 


Spiral ....e-see0- aa 1 90 
PIPE. 
Conduc 
Plain .on and Round Corru- 
gated 
29 Gauge ....seee--eee - 70&5% 
28 me ovaneastesnean 70&5% 
26 OC _gesteseen eel 70&5% 
24 — re eT 70&5% 
Square Corrugated A and B and 
Octagon. 
B39 GOUBE ..cccccocceces 70&5% 
28 ~~ ppaeoeskeweane 70&5% 
2 CR haheNaeoreeNh 70&5% 
~ pesapecencee - - 70&5 % 


- for * Galvanized ‘Toncan 
Metal, Genuine O. H. Iron, Lyon- 
more Metal and Keystone C. B. 
on application. 

Plain Round and Round Corru- 


26 ‘ 

24 iid 

Square Corrugated A aa B 
Polygon and Octagon. 


B39 Gauge ..ccccccccccccces 40% 
26 6 CF#MeeweesES paces ewe 30% 
24 © epubequneeces<euses 10% 
14 and 16-oz. Coppa, all ~ 
signs 0% 
Milcor, all styies “and ‘gauges, Na 
Standard Gauge. 
Crated and nested...... 70&5% 
Crated, not nested...... T0&5% 


Portico Elbows. 
Standard Gauge Conductor Pipe, 
plain or corrugated. 


Not Nested ......+++-- T0&5% 
Nested solid ........++- 70&5% 
Stove. Per 100 joints 
26 gauge, 5 inc Cc. 
MOMOE ccccceccccece -$13 50 
26 gauge, 6 inch BE. ‘tc 
GUOOE ccc cescsssses . 14 50 
26 gauge, 7 inch E. C. 
MESTEd ... cc sccccccecss 16 50 
28 gauge, 5 inch EB. C. 
DEMO cccccccceeneecec 11 50 
28 gauge, 6 inch E. C. 
neste dedwaneneaxite &e 12 50 
28 gauge, 7 inch E. C. 
DE ssceseneovees --. 14 50 
30 gauge, 5 inch E. C. 
ROG cc ccsccces acosce 2 


nes ee 
30 Lao ple 
neste 


Cc. 
“sr opouss4 2s 10 50 
30 gauge, 7 inch 4 
acne | eth lecrttnedtiee: 12 50 
T-Joint Made up. 
6-inch ..... ebeesens per 100 35 00 


eee were ree ee eeeee 


Single” Wall Pipe, Round 
Pipe Fittings .......... 
Galvanized ana Back Iron 
Pipe, Shoes, etc......... 55% 
Mileor, galvanized ....... --.Net 
PLANES. 
Stanley Iron Bench........ --Net 
Vv. & B ae. eee iene eee each $0 +H 
“ Double Duty i086. 0 56 
beg Hees BO. Beccvces 64 


Lineman’s Side Cutting. 
Berg’s 
(Svedi®). In. 6 7 8 


— \ eosin ‘ace, 
eeecce $1070 2000 2335 
am. ‘ose Side Cutting. 
gr (Swedish) In. 5 6 
Bik. Pol. Face, doz. $1225 15 20 
Flat and Round Nose 
Berg’s Gwetish) 
Flat, 4 x 
Bik. Pol. Fa 
DOS. cocce tT 90 1335 19 65 
Berg’s (Sw 
Roun In. 4 6 8 
Bik. Pol. Face 
Doz. .....$1115 1630 2235 
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EOENSS, GLAZIERS. 
No. 1, 2 and per doz. 75ic 


POINTERS, SPOKE, 
Stearns’ No. 1 ....per doz. $10 00 
- a 2 wes - 12 00 


POKERS, STOVE. 
Wr’t Steel, str’t or — 
wake hands de ewue rdoz. $0 75 
Nickel Plated, coil han''s ” 110 


PRESSES, FRUIT AND JELLY 
Enterprise Manufacturing Co, 25% 


PRUNERS. 
Disston’s Pole ....per doz. $18 00 
Water’s Improved, per doz. 60% 


Nail. 
ieee per doz. $14 50 
Never-Slip ..... ” 17 00 
PULLEYS. 
pS = re 10% 
Clothes Line ...... sccceccecke® 
Hay Fork. 


Iron Wheel, 
Wood Wheel, 
Wood Wheel, 


5-in..per doz. $8 50 
-in. 2 65 
6-in., 


pass knot ...... wt 3 00 
Sash. 
ee eovcese Net 
Common-Sense, 2- in eneeen Net 
Empire Pattern, 2-in..... --Net 
BGGGl cccccccces S6senbesesent Net 
errr rere ---Net 
PUMPS. 
Spray. 
Midget Junior....per doz. $3 be 
New Misty ...... 
Crescent ........ ai H Hh 
PUNCHES. 
Conductors. 
We. BB cccccccecs per doz. $3 00 
0 ae --per Ibs 25 
Saddlers’. 


Common..per doz. $1 50 to $5 00 
Revolving Spring. 


Stearns, No. 10. ond doz. 38 be 
a 40. 16 0 


st 60. oe 19 00 
Parker Metal Punch No. 
o0egesee each $7 00 
Whitney’s Ball ‘Bearing. . 
eaeceenees Prices on application 
PARERS. 
Apple. 
Goodell’s ....... per doz. $10 80 
Turntable. ...... - 11 40 
White Mountain = 40 
Reading No. 78 ” 11 40 
PUTTY. 
Commercial Putty, 100-lb. 
ME 0ccedundcetve cocoeceee U6 
RAKES 
Garden Per doz. 


Steel, Bow, 12-inch Teeth $8 50 
Steel, Bow, 14-inch 9 25 
Malleable Iron, 12-in. “ 4 75 
Malleable Iron, 14-in. “ 6 00 


Hay. 
Wood, 10 Teeth....... --.$4 00 
Lawn. 

SO Dest svcecccs per doz. 5 50 
RAZORS—SAFETY. 
errr per doz. $45 00 
Auto Strop ....... - 45 00 
- avesees - 8 40 
Gem (3 doz. lots) . = 8 00 
Ever Ready 8 40 
Ever Ready (3 “dz. Tots) ™ 8 00 
RAZORS—STRAIGHT. 
RAZOR STROPS. 

Star (Honing) ....... 20cccechO® 
REGISTERS. 

eee BOG ooc0edneceee~s6cese 30% 

Steel and Semi- Steel coeenese “2 


seboard 
‘Adjustable Ceiling Ventilators 50% 
ter and Steel 


Japanned, Bronzed and Plated. 
GRE BO BER1E. oc ccccccccss 
14x14 to X42...06 

Large Register Faces—Steel hae 


14x14 to 38x42....... ° % 
RIDGE ROLL. 
Galvanized. 
SE. wisonsestsoes ooeee. 10-25% 
DE -cestaeveenee eee 0 90-25- S% 
GOD sccccccccece cceccoeves 
RINGS AND RINGERS. 
GEOREP cccoccecce 2%-in. 3-in. 
ae Gh. ccccnsnacas $2 40 $2 65 


ivtudeanaene 3 40 
Steel, per ae 1 50 1 80 
Fruit Jar. 
WEEE socesecnscores perlb. 80 
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RIVETS. 
Copper Belt ..... 50% Discount 
Coppered Iron ............; 50% 
ogaual £<¥o.660nsSuNeeen ds 50% 
Ha per Ib. $0 a7 
Slotted Clinch per ase. 60 @1 
Tubular. 
Nos. 1 and 2 assorted sizes, 
eee doz. Tic 
Nos. 1 and 2 assorted sizes, 
Fs fo Seas doz. 1 40 
ROPE. 
Cotton. 
*. - 16 in. Com. on reels, 
hk. <tesesedhaensnecs 0c 
%e 6- 16 in. Com., in coils, 
Mb. eéedeetenewépesea 0c 





Sisa L 
1st gene. base soe to lie 
ee ae 13c toldc 
Manila. 

lst Quality standard 
BOD casceces 17%c to 18%c 

Pe. .B. sscccecence léc to 16%c 

Hardware Grade, per Ib. 12%e 

Pure Manlia. 

lst Quality, base, 

i OE sceeeaen 17%c to 18%c 
Hardware Grade, per Ib. 1l%c 
SAWS. 

Butchers’. 

Atkins No. 2, 14- 12 20 
ve No. 2, 18- 13 70 
- No. 7, 16-in - 15 20 
- No 2, 22-in - 15 26 
. No. 7, 20-in - 17 30 
No. 7, 24-in. 19 35 
<i No. 7, 28-in....... 21 40 

Compass. 
Atk ins sie. BR, BPGBcccccs $4 95 
eS eee 5 10 
= Blades, No. 2, 10-in. 2 95 
” No. 2, 10-in. 3 00 
Cross-Cut. 

Atkins No. 221, 4-ft...... 2 70 
= Me. S31, 6-€t...... 410 
- Bee. SH, S-Becccce 5 45 

Flooring. 
Atkins ie. Oe, Bs cscs 19 95 
o. 96, 20-in.. 21 85 

Hand “an Rip. 

Atkins No. 54, 20-in..... 17 75 
No. 54, 26-in..... 22 10 
o 6B. SE, Ree ces 16 45 
- Be Be BeRscc<s 20 80 
“No. 53, 24-in.. 24 20 
** No. 68, 28-in..... 28 60 
« No. 53, 30-in..... 31 95 

Keyhole. 

Atkins No. 1, complete.. 2 80 
- No. 2, complete... 3 36 

Miter Box. 

Atkins No. 1, 4x20...... 29 70 
- ee By Meocens 24 55 
= No. 1, 6x38...... 38 35 

Pruning. 

Atkins No. 20, 12-in.... 7 70 

- No. 10, 16-in.... 16 50 
Wood. 

Atkins No. 202.......... 8 56 
ae Ie, Mebcovesconse 10 05 
yes BOO. BOSocccce coco EG 
” BO. Bei ccccese -- 18 40 


SCOOPS 

Hubbard Western Pattern Biveted. 
ze 

1.. $16 75 16 00 16 25 “ 45 

4.. 17 85 1710 16 85 15 60 

G.- 18 65 17 85 1710 16 35 


SCRAPERS. 
Box. 
Triangular No. 6 per doz. $6 25 


Cubic ft. .... T . 
With runners,ea. $700 650 6 20 


SCREEN DOOR HING 
Ce. Geel. <seenenres om it 00 
Steel ee 9 50 


1% 1 1% 

6 787 945 16 80 
Wood, white maple, per doz. 6 00 

Hand—Wo0d  .......20-005s 50% 


or Coach—all sizes, 
gimlet pointed ............ 65% 


Gandia. 


Nos. 1 2 3 a 
fer. GOB. ccces 47c 55c T5ce 90¢ 


Re Sth at 4 
117% & 10 & 5% 
ve see 76 & 10 & 5% 


0. x%, per gross. ‘$ .55 
No. 10 gxa/is i! gross. -75 
No. 14, 4x% gross.... .90 


8c 
Clipper, Grass. .Pper doz. $8 ee 


Honest Dutchman 
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SETS. 
Nail. 
Square head...... per doz. 1 84 
Cup point, knurled - 1 78 
Rivet. 
Farmers’ ......... per doz. 2 50 
Timmer 8-4 .cccccccccece 5 75 
™ CO<G wccccccccses 3 75 


Saw 
Atkins No, 10....per doz. $3 80 
N 12. 6 20 


2 


Digsten's “Monarch 


xe 5604600868 - 9 90 
Disston’s Monarch 
gy Specie “ 13 20 
Leach’S ..cccccess “ 80 
Nash’s Hand ‘ #3 3 15 
Nash’s X-Cut .... wae 4 20 
Stillman’s Lever.. o 1 30 
Stillman’s X-Cut.. - 2 50 
Whiting Pattern, 
Me. BL cceorsecer ao 7 50 
Eccentric Anvil, 
ae No. 395, 
P. Norrill 
| oteneees = 14 50 
SHEARS. 
Per Doz 
Nickel Plated, Straight, 6” $12 90 
ci cf iro q* 14 85 
“ “ 8” 16 80 
Japanned, Straight ....6” 11 00 
ae - or a 
a ” --8” 13 80 
SHEAVES, SLIDING DOOR. 
Common. 
Inches .....-- 4 5 
Per set ...... $140 175 2 40 
eld’s. 
Per set $1 80 210 2 75 25 
SHINGLES. 
Per Square 
Zine (Illinois) ........see- $15 00 
SHOES. 
Conductor .........--- eenane 60% 


SHOVELS AND SPADES. 
Hubbard’s 


No. A Cc 
1 $16 00 15 10 14 45 13 70 
2 1635 15 60 14 85 14 10 
3 1675 1600 16 25 14 45 
4 1710 16 35 1660 14 85 
Post Drains & Ditching. 
Hubbard’s 
Size A B 
BE” cscoce 17 15 16 40 15 65 
i 17 50 16 75 16 00 
Se sossce 17 85 1710 16 85 
Se” ccccve 18 20 1745 16 70 
Oe” cesses 18 55 17 80 17 06 
Alaska 
D-Handle ...... ° per doz. $3 50 
Long Handle ...... - 3 00 
SKATES. 
er. 
Ball Bearing—Boys’ ..... $1 50 
Ball Bearing—Girls’ ..... 1 60 
SNAPS, meen 
Covered Spring .....-.- 30% 
Tudd’s Pattern e 4a 33 1- és * list 
SNATHS. 


Double Ring Bush. ~ond doz. $, : 75 
Patent Loop, Bush. 0 00 
Patent Loop, Grass. 


SNIPS, TINNERS’. 


Clover Leaf ........cceee 40&10% 

Mationmes ..cccccccccvcece 40&10% 

DT cessscenseutseuesntesens 50 

Milcor eben nthebaeesnaekakke Net 
SPRINGS, DOOR. 

Este , 


2 5 66 7 
Per doz. 45c toc $5e 6Ec 80c 90c 


Reliance. 
Light a yy Heavy 
Per doz...$1 530 40 3 75 
ps rrr ser doz. 1 65 
SPRINKLERS, LAWN. 
Stearn’s No. 1....per doz. $11 50 


ML stcceunsesapnesésedequase ™ 
Try and Bevel Sacneteawanes sad 
em BMiter....cccccccccess ” 
MED scecccsoeces per doz. ° 

Winterbottom’s seen 

STAPLES. 
Blind. 

MOOS scccccccce per Ib. 21@22c 
Butter, Tub ...... “ 16@19c 
Fence— 

Polished ..... per 100 Ibs. $5 45 

Galvanized ... = 6 15 


etting. 
Galvanized ....per 100 lbs. 6 54 


Wrought. 

Wrought Staples, Hasps and 
Staples, Hasps, Hooks and 
Staples, and meets a 
DEE. é4s06h c00csees &10% 

BREED BORG occcscctoes ° et 4 


STONES. 

Axe. 

Hindostan ..... per lb. New Nets 

ee See saca oe 

WAGNER cccccs - = 
Emery. 

BO. 296. ccces per doz. New Nets 
Oil—Mounted. 

Arkansas Hard 

Mis © ssnenn per doz. New Nets 

Arkansas Soft “ ~ 

Washita No, 717 “ = 
Oil—Unmounted. 

Arkansas Hard per Ib. New Nets 

Arkansas Soft Pi 

Lily White .. pat = 

Queer Creek.. was 7 

Washita ..... - ” 


Scythe. 
Black Diamond per gro. New Nets 
Crescent 
Green Mountain = 
LaMolle - 
Extra Quinne- 


bog 
Red End ..... ” " 


STOPS, BENCH. 
No. Rng Morrill pat- 


SFR sccscesvoes per doz. $11 00 
~_ 1 Stearns pat- 
cen acmhhe Cae - 10 00 
on 15 Smith pattern “ 7 00 
STOPPERS, FLUE. 
COGRMROM 2 ssescccce per doz. $1 10 
Gem, flat, No. 3... - 1 00 
Om, FO. 2. scocese - 1 10 
on STRETCHERS 
Bullard’s ........ per doz. $3 90 
Excelsior ........ ” 5 25 
Malleable Iron... “ 70 
Perfection ....... ° 6 30 
DE c2teetenewen ” 4 50 


Wire 
oO. 8. Elwood, No. 2 per doz. Nets 
O. S. Elwood, No. 


SWIVELS. 

Malleable Iron ..... per Ib. $0 10 
Wrought Steel -.-per gro. 4 50 
TACKS. 

Bill Posters’ 6-o0z., 25-lb. boxes 
DOP TA csccecsccessoscosaes 15e 

Upholsterers’ 6-0z., 25-Ilb, 

BOER, DEP Bs ccccccscceces 15%ec 
TAPES, MEASURING. 
Agee’ GHB «6 6seisec6es List&40% 
THERMOMETERS. 

Tim CASO... ccc on doz. ooees 3 

Wood Back.. $2 00& 3 oo 

GD kcscesce ” 2 00 

TIES. 
le. 
Sagte Loop, carload 
BOOB ncccccccccscsecess 75&7% 
Single Loop, less than 
GRP BOER ccccccescccs 70&15% 
TRAPS. 

Game with Chains, Per doz 
0 gg Oe $1 83 
Oneida Jump No. 1...... 2 20 
Newhouse No. 1.......... 4 88 


Mouse and Rat. List per gross. 
Sure Catch Mouse Traps.$ 3 70 
Vim Mouse Traps:....... 3 70 
Short Stop Mouse Traps. 3 20 
Wood Choker Mouse 


Traps, 4 hole.......... 17 00 
Sure Catch Rat Traps.... 16 00 
Vim Rat Traps.......... 16 00 


Short Stop Rat Trap.... 15 00 
Dead Easy Rat Traps.... 17 00 


Star Rat Traps.......... 50 00 

BED eaccedeteensececs ose 54 00 

Packed in Om Bushel Band Stave 
askets. 


List per bushel. 


Sure Catch Mouse Traps 
De sesctanees $ 9 30 


(360 TEARS) ccccccceccs 
Sure Catch Rat Traps (54 


Se ree 6 00 
Short PStop Rat Traps (54 
TREADS) .ccccccccececess 5 60 
Assorted Mouse and Rat Traps. 
List — bushel 
Sure Catch (216 Mo 
Traps and 26 Rat Traps)$8 50 
Short Stop (216 Mouse 
Traps and 26 Rat Traps) 7 50 
TROWELS. 
Cement. 
BES BW. Sscscecacsencs 19 50 
™ Ds Bish seuxendce 25 50 
DOetONO ccccecccccccscess 30% 
TUBS, WASH. 
Standard, rece. Ex. 
Nos. 2 large 
Per doz. 39 60 1125 12 15 15 50 
Galvanized, 
a “asedéos © 2 3 
Per doz. ...13 75 15 95 18 60 


AMERICAN ARTISAN AND HARDWARE RECORD 


39 


ADVERTISERS’ INDEX 


The dash (—) indicates that the adver- 
tisement does not appear in this issue. 


Ci > 3. ea 46 
American Furnace Co........ 6 
American Rolling Mill Co..... _— 


American Steel & Wire Co... 48 
Ashton Mfg. 
Berger Bros. 
Bernz Co., 
Bertsch & Co 
Black Silk Stove Polish Works 
Bullard & Gormley Co........ 
Burgess Soldering Furnace Co. — 
Burton Co., J 
Carr Supply _ Saeteepeeaaias 7 
Chicago Solder Co 
CoO 2 Sik, BOE, Bis cevavaces — 
Clark-Smith Hardware Co.... 48 
Clayton & Lambert Mfg. Co.. 44 
Cleveland & Buffalo Transit Co. 44 
Cleveland Castings Pat. Co... 8 
Clinton Furnace Stove Co.... — 
Coes Wrench, Co 
Copper and Brass Research 
Association 
Cornish & Co., B 
Cortright Metal Roofing a 
Curfman Mfg. Co., F. L...... 43 
Dieckman Co., Ferdinand.... — 
Diener Mfg. Co., Geo. 
Double Blast Mfg. Pixstences 44 
Dries & Krump Mfg. Co...... 48 
Dunning Heating Supply 
Eagle Pencil 
Ewert & Kutschied 
Fanner Mfg. Co 
Farquhar Furnace Co........ _ 
Farris Furnace Co............ ~- 
Federal Varnish Company.... 49 
Forest City Fdy. & Mfg. Co.. 2 
. BOK rr — 


Mfg. 


Friedley-Voshardt Co. ....... 46 
SYS = eee — 
Gerock Bros. Mfg. Co......... 48 
Gohmann Bros. & Kahler..... —_— 
Hall-Neal Furnace Co......... 5 
Harrington & King P’f’'g Co.. 47 
ee ae GHG Gibavecs x seces “ 
Re earn ae hae 6 


Haynes-Langenberg Mfg. Co... — 
Ce. Us ese<wowesewes _ 
ST eee 43 
Henry Furnace & Fdy. Co.... — 
Hessler Co., = 

I A” on 6 oes wine fan 5 
Hollenden Hotel ............ = 
Hones, Inc., 
Cn Cis Uh Ch cca veenaae 


ee Oe Oe Oh Gis ccc ccawnn 46 
Pe Bsn ksseedveens 51 
kk YS eer 43 
i ee Ce ok cee eee 47 
Independent Stove Co........ — 
oo eS eee 43 
Kirk-Latty ane. aes 6 


pt nl Co. ee ee a= 


Leamnmeck OCe.. W. Becccccocece 
Lennox Furnace Co Seceecceces 
i See, Wn a ek a eek hens 


Lupton’s Sons Co., 
Mameming PAY. COecccccsccsecs 
PEE GR  acdecdcdtenceeueas 
Malleable Iron Range Co 

Manny Heating Supply Co.... 
Maplewood Machinery Co.... 


ISI T lel III 


Marshalltown Mfg. Co....... 
ee. me Eine cacoeneen<s 
Messenger & Parks Mfg. Co 47 
meager & Bre. Cea., F..cecccess 10 
Meyer Furnace Co. ... Front Cover 
Meyers Mfg. Co., Fred J...... 
Michigan Stove Co., The..... = 


Milwaukee Corr. Co. Back Cover 
Monroe Fdy. & Furnace Co.. 4 


Mt, Vernon Furnace & Mfg. Co. 7 
New Jersey Zinc Co., The.... 47 
eo!” Ee rea 7 
Osborn Co., The J. M. & L. A. 46 
Paswer BEPOF Ge. .cccccvsscs — 
Peck, b. eRe bec bacesesenee 42 
Peersess PEF. GB. cccicccsecess ad 
Quick Meal Stove Co........ 44 
Quincy Pattern Co........... 8 
SOO, GOR, Mido ocsancesvcse — 
Rock Island Register Co...... a 
POGGIO IOU cece scncecewosces — 
Scheible-Moncrief Heater Co.. 6 
Schwab & Sons Co., . — 
Shaw & Sons Co., The Geo. i on 


Standard Furn. & Supply Co. 
Standard Ventilator Co...... 
Stearns Register 
St. Louis Tech. 
St. Louis Heating Co......... 
Sullivan-Gieger Co. 
Pe Gn, DM acccsccccccsses 
Thomas & Armstrong Co..... 
Turner Brass Works.......... 
Tuttle & Bailey Mfg. Co...... 
Union Steel Products Co., Ltd. 
Utica Heater Co........ 
Vaughan & Bushnell Mfg. > 
Vedder Pattern Works........ 
Viking Shear Co............. 
Walworth Run Fdy. 
Waterloo Register 
Whitney Mfg. Co., W. A...... 
Whitney Metal Tool Co...... 
Wise Furmace Co........sseee% 
Zarco Mfg. C 

Zideck Auto Radiator 
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TWINE. 


White Cotton. 
Eureka, 4-ply........ per Ib. 30c 


Jute. 
3-ply and 6-ply Bale Lots.22%c 


VALLEY 
Formed Valley Galvanized 


OE 20000ceseeeeeeseses -5% 
BEIGSP ccccceccescocccccececs et 
VISES. 

No. 700, Hand, 
Inches ..... 5 5% 
Doz. ....--$11 15 13 00 14 85 


No. 701. In. 4 5 6 
Doz. ----$11 15 13 00 16 70 
No. 1, Genuine Wentworth, 


Noiseless Saw....per doz. 15 00 
No. 2, Genuine Wentworth, 

Noiseless Saw....per doz. 22 50 
No. 3, Genuine betas one 

Noiseless Saw r doz. 20 90 
No. 500, All Steel ‘Polding 

BOW cccecccvceccs per doz. 16 00 


WASHERS. 
Standard O. G. cast iron, ett 
a vhceneseceessneans c 


b. 
Wrought steel in 5-lb. boxes, 


per Ib.: 
In. 3/16 % 6/16 % % 
15c l4c 12¢ 
. % % 
s%ec 9c 8c 8c 


WEDGES. 
per doz. Nets 


oectteseneebhte per lb. Nets 
8% 


Ax. 
Galling 
GOW ccccccccosescccces per Ib. 


Were ccc cccccccces 

Sash—f. o. b. Chicago. 
Ton lots, per ton........ $36 00 
Smaller lots, per ton...... 


WHEEL BARROWS. 
Common Wood Tray........ $3 00 
Steel Tray 
Angle leg, garden.......... 


WHEELS 
Carborundum ..........++++. 50% 
GRUROET nw ccccccccccccccscccees 60% 
Well, Ins....... 8 10 12 

Per GeBecesss $5 50 725 8 50 
12-in. heavy hoisting, 
BOF GOB. ccccccceeveses $25 00 
WIRE. 
Black enneoied wire, No. 8 
BOP 1600 TRB. cscocccccceses 85 


Galvanized barb wire, per 100 - 
i sesadaecakess ckenkeeus 5 

Wire cloth — black patases, 
12-mesh, per 100 sq. ft. 1 90 


Cattle Wire—galvanized 
catch weight spool, per 
| errr eer 3 65 

Galvanized Hog wire, 80 rod 
spool, per spool.......... 32 

Galvanized plain wire, No. 8, 

BOF 160 TBS. .cccccccsseccce 3 35 
WOOD FACES. 
50% off list. 
WRENCHES. 

Coes Steel Handle, 6-in..... 60% 
- ved <i Dae een 60% 
pe = es 10-in..... 60% 
nad o = BOR. + s08 60% 

Coes Knife-Handle, 6-in..... 60% 
- ~ oo 8-in..... 60% 
os ps e Ce eee 60% 
” = < tS ere 60% 

Coes All Patterns........... 60 


7 Handle Pattern. 
-_ = Screw Wrench, en 


WRINGERBS. 
. 790, Guarantee, per doz. $55 50 


No. 

No. 770, Bicycle "5 2 50 
No. 670, Domestic X 49 00 
No. 110, Brighton : 44 00 
No. 750, Guarantee ¥ 55 566 
No. 740, Bicycle . 52 50 
No. 22, Pioneer rte 41 00 
No. 2, Superb .... _ 29 00 
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Bail Ties. « 

American Steel & Wire Co. 
Chicago, Til. 

Bearings—Damper. 

Parker Supply Co. 
New York, N. Y. 
Bolts—Stove. 

Kirk-Latty Mfg. Co., 
. Cleveland, Ohio 

Brakes—Cornice. 


Dreis & Krump Mfg. Co., 
Chicago, 


Maplewood Machinery Co., 
Chicago, Ill. 


Til. 


Brushes—Furnace. 


Hardware Specialty Co., 


Fort Wayne, Ind. 


Brass and Copper. 


Hussey & Co., C. G., 
Pittsburgh, Pa. 


Copper & Brass Research Ass’n., 
New York, YY. 

Hardware. 

Chicago, Ill. 


Builders’ 
Bullard & Gormley, 


Cans—Garbage. 


Osborn Co., The J. M. & L. A. 
Cleveland, Ohio 


Castings—Malleable. 
Fanner Mfg. Co., Cleveland, Ohio 


Ceilings—Metal. 
Burton Co., W. J., Detroit, Mich. 


Friedley-Voshardt Co., 
Chicago, Ill. 


Hopson Co., W. C., 
Grand Rapids, Mich. 


Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Chain—Sash, 
Parker Supply C.. 
New York, N. Y. 
Chaplets. 
Fanner Mfg. Co., Cleveland, Ohio 
Chisels. 


Vaughan & Bushnell Mfg. Co., 
Chicago, III. 


Clips—Damper. 
Carr Supply Co., Chicago, Ill. 


Waterloo Register Co., 
Waterloo, Iowa 


Coal Chutes. 


Peerless Foundry Co. 
Indianapolis, Ind. 
Sykes Co., The, Chicago, Ill. 
Cores—Auto Radiator. 
Curfman Mfg. Co., F. L., 
Maryville, Me. 


G. & O. Mfg. Co., 
New Haven, Conn. 


Zarco Mfg. Co., New York, N. Y. 
Cornices. 
Burton Co,, W. J., Detroit, Mich. 


Friedley-Voshardt Co., 
Chicago, IIl. 


Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Cut-Offs—Rain 
Sullivan-Geiger Co. 
Indianapolis, 
Doors—Fire. 


Messinger & Parks Mfg. Co., 
Aurora, Il. 


Dry Paste. 
Carr Supply Co., Chicago, Ill. 


Water. 
Ind. 


Eaves Trough 
Abbott Mfg. Co., Cleveland, Ohio 
Berger Bros. Co., 
Philadelphia, Pa. 
Burton Co., The W. J., 
Detroit, Mich. 
Clark-Smith Hardware Co., 
Peoria, Ill. 
Lupton’s Sons Co., David, 
Philadelphia, Pa. 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 
New Jersey Zinc Co., The, 
New York, N. Y. 


Elbows and Shoes—Conductor. 
American aang Mill Co., 
Middletown, Ohio 
pone amr 
Cincinnati, 


Lupton’s Sons Co., David, 
Philadelphia, Pa. 


Milwaukee Corrugating Co., 
Milwaukee, 


Dieckmann Co., 
Ohio 
Wis. 


Elevators—Hand and Power. 
Kimball Bros. Co. 


Council Bluffs, Iowa 
Enamel—Iron. 
Black Silk Stove Polish Works, 
Sterling, Ill. 
Enamel Ware. 
Lalance & Grosjean Mfg. Co., 
Chicago, IIl. 


Enamels—Wood. 
Cornish & Co., J. B., Chicago, Il. 
Federal Varnish Co., ‘Chicago, Il. 


Fence Gates. 
American Steel & Wire Co., 


Chicago, Il. 
Fenders. 
Meyers Mfg. Co., Fred J., 
Hamilton, Ohio 
Files. 


Heller Bros. .Co., Newark, N. J. 


Flux—Aluminum, 
Roesch, Geo. E., Aurora, Ill. 


Freezers—Ice Cream. 


North Bros. Mfg. Co. 
Philadelphia, Pa. 


Furnace Rings. 


Walworth Run Fdy. Co. 
Cleveland, Ohio 


Garages— Metal. 
Thomas & Armstrong Co., The, 
London, Ohio 
Grates—Camp. 
Union Steel Products Co., 


Albion, Mich. 
Guards—Fire. 
Meyers Mfg. Co., Fred J., 
Hamilton, Ohio 
Hammers, 


Vaughan & Bushnell Mfg. Co., 
Chicago, Il. 
Handles—Boiler. 


Berger Bros. Co 
Pa. 


Philadelphia, 


Handles—File, 
Parker Supply Co., 
New York, N. Y. 
Hangers—Eaves Trough. 
W. C. Hopson Co., 
Grand Rapids, Mich. 
Heaters—Combination Hot Water. 
Melbye Bros. Co., Chicago, Ill. 


Heaters—School Room. 


Haynes-Langenberg Mfg. Co., 
St. Louis, Mo. 


Meyer Furnace Co., Peoria, Ill. 


Monroe Fdy. & wvagpee Co., 


onroe, Mich. 


Peerless Foundry Co., 
Indianapolis, Ind. 


Standard Furnace & Supply Co., 
Omaha, Neb. 
Heaters—Warm Air. 


American Furnace Co., 
St. Louis, Mo. 


Carr Supply Co., Chicago, Ill. 


Dunning Heating Sevely Co. 
Milwaukee, "Wis. 


Farquhar Furnace Co., The, 
Wilmington, Ohio 


Tarris Furnace Co., 
Springfield, Ill. 


Forest City Fdy. & Mfg. Co. 
Cleveland, Ohio 


Elyria, Ohio 


Mfg. Co., 
St. a "Mo. 


Henry Furnace & Fdy. 
Cl ane | Ohio 


Hess-Snyder Co., Massillon, Ohio 


Independent Stove Co,, 
Owosso, Mich. 


Indianapolis, Ind. 


Fox Furnace Co., 
Haynes-Langenberg 


Kruse Co., 
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Heaters—Warm Air—Continued 


Lamneck Co., W. E., 
Columbus, Ohio 


Furnace Co. 
Marshalltown, Iowa 


Mahoning Fdy. Co., 
Youngstown, Ohio 


Manny Heating Supply Co., 
Chicago, IIl.. 


Meyer Furnace Co., Peoria, Ill. 


Michigan Stove Co., The, 
Detroit, Mich. 


Monroe Fdy. & Furnace Co., 
Monroe, 


Lennox 


Mich. 


Orbon Stove Co. 


"Bellville, Illinois 


Peerless Foundry Co 
Indianapolis, Ind. 


Rudy Furnace Co., 
Dowagiac, Mich. 


Scheible-Moncrief Heater Co., 
Cleveland, Ohio 


Schwab & Sons Co., R. J., 
Milwaukee, Wis. 


Standard Furnace & Supply Co., 
Omaha, Neb. 


St. Louis Heating ae 
t. 


Louis, Mo. 


Thatcher Furnace Co. 
Chicago, Tl. 


Utica Heater Co., Utica, N. Y. 


Waterloo Register Co., 
Waterloo, Iowa 


Horse Shoes. 


American Steel & Wire Co., 
Chicago, Ill. 


Humidifiers. 


Haynes, Kansas City, Mo. 


Indoor Closet. 


Independent Reg. & Mfg 
pa “Ohio 


Jobbers—Hardware. 


Bullard & Gormley Co., 
Chicago, Til. 


Clark-Smith Hardware Co., 
Peoria, Ill. 


Kitchen Utensils. 


Lalance & Grosjean Mfg. Co., 
Chicago, Ill. 


Lath—Expanded Metal. 


Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Machines—Crimping. 


Bertsch & Co., 
a City, Ind. 


Keene & Co., Geo. 


ciinnet, Ohio 
Machinery—Cul vert. 
Bertsch & Co. 
Cambridge City, Ind. 


Machines—Razor Blades. 


Hyfield Mfg. Co., 
New York, N. Y. 


Machines—Stove Pipe. 


Hemp & Co., St. Louis, Mo. 
Machines—Tinsmiths’. 
Bertsch & Co. 


Cambridge City, Ind. 


Dreis & Krump Mfg. Co., 
Chicago, Til. 


Ewert & Kutscheid Mfg. Co., 
Chicago, Til. 


Hemp & Co., St. Louis, Mo. 
Keene & Co., Geo. C., 
Cincinnati, Ohio 


Maplewood Machinery Co., 
Chicago, Til. 


Marshalltown Mfg. Co., 
menhentoun, 


Whitney Mfg. Co., W. 
Wocktord, Til. 


Whitney Metal Tool Co. 
Rockford, Til. 


Mailing Lists. 
Ross-Gould, St. Louis, Mo. 


Metals—Perforated. 


a & King Perforating 
Co. Chicago, Ill. 


Iowa 


Miters. 
Friedley-Voshardt Co., 
Chicago, Ill. 
Nails—Slating. 

Hussey & Co., C. G., 
Pittsburgh, Pa. 
Nails—Wire. 

American Steel & Wire Co., 


Chicago, Ill. 
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Ornaments—Sheet Metal. 


Friedley-Voshardt Co., 
Chicago, Ill, 


Gerock Bros. Mfg. Co., 
St. Louis, Me, 
Patterns—Furnace and Stove. 


Cleveland Castings Pattern Co., 
Cleveland, Ohie 


Quincy Pattern Co., Quincy, Il, 


Shaw & Son Co., The Geo. E., 
Cleveland, Ohie 


Vedder Pattern Works, 


srer, BM. TY. 
Pencils. 


Eagle Pencil Co., New York, N. Y. 


Pipe and Fittings—Furnace. 
Carr Supply Co., Chicago, Il. 
Dunning Heating Supply Co., 

Milwaukee, "Wis. 


Henry Furnace & Fdy. Co. 
Cleveland, Ohio 


Lamneck Co., W. E., 
Columbus, Ohie 


Manny Heating Supply Co., 
Chicago, Ill. 


Meyer & Bro. Co., F., by gg Tl. 


Osborn Co., The J. M. L. 
* ROY Shite 


Standard Furnace & Supply Co., 
Omaha, Neb. 


Pipe and Fittings—Stove. 
Hemp & Co., St. Louis, Me, 


Meyer & Bro. Co., F., Peoria, Il. 


Sullivan-Geiger Co 
Indianapolis, Ind. 


Pipe—Conductor. 


Berger Bros. 0., 

Philadelphia, Pa, 
Burton Co., W. J., Detroit, Mich. 
Clark-Smith Hdw. Co., Peoria, Il. 


Dieckmann Co., Ferdinand, 


Cincinnati, Ohie 


’ Friedley-Voshardt Co., 


Chicago, Ill, 
Hussey & Co., C. G., 
——- Pa. 
Lupton’s Sons Co., vid, 
Philadelphia, Pa. 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 
New Jersey Zinc Co., The, 
New York, N. Y. 


Polish—Metal and Stove. 
Black Silk Stove Polish Works, 
Sterling, I), 


Posts—Steel Fence. 
American Steel & Wire Co., 
Chicago, Il. 


Punches. 
Bertsch & Co., 
Cambridge — Ind. 
Whitney Mfg. Co., W. 
icStbere, mn 
Whitney Metal Tool Co., 
Rockford, Ill 


Punchqo-Comignets Bench and 


Parker Supply “one 


w York, N. Y. 


Punches—Hand, 
Parker Supply Co., 
New York, N. Y. 


Quadrants—Damper. 
Parker Supply a 
New York, N. Y. 


Racks—Canning. 
Union Steel Products Co., 


Albion, Mich. 


Racks—Stove. 
Union Steel Products Co., 
Albion, Mich. 


Radiator Hoods and Shells—Ford. 


Messinger & Parks Mfg. Co., 
Aurora, Ill. 


Ranges—Combination Gas & Coal. 
American Stove Co., St. Louis, Me, 


Hoosier Stove Co., Marion, Ind. 
Independent Stove Co., 
Owasso, 
Malleable Iron Range Co., 
Beaver Dam., Wis. 

Matthews Banner Range Co., 
South Bend, Ind. 


Quick Meal Stove oo. 
St. Louis, 


Mich, 


Mo. 


Ranges—Gas. 
American Stove Co., St. Louis, Me, 
Clark & Co., Geo. M., Chicago, IIl. 
Dangler Stove Co., Cleveland, O. 


Matthews Banner Range Co., 
South Bend, Ind. 


Quick Meal Stove Co., 
St. Louis, Mo. 
































June 17, 1922 


Rasps. 


Heller Bros., Newark, N. J. 


Register Shields. 


Hall-Neal Furnace Co. 


Indianapolis, Ind. 


Registers—Warm Air. 
Carr Supply Co., Chicago, Ill. 


Dunning Heating 1gupply Co., 
’ Milwaukee, Wis. 


Hart & Cooley Co. 
New Britain, Conn. 


Henry Furnace & Fdy. Co. 
Geviand, Ohio 


Majestic Co., Huntington, Ind. 


Manny Heating Supply Co., 
Chicago, Ill. 


Rock Island ae Co., 
Rock Isiand, Ill. 


Standard Furnace & Supply Co., 
Omaha, Neb. 


Stearns Register Co., 
Detroit, Mich. 


Tuttle & Bailey Mfg. Co., 
Chicago, Ill. 


Walworth Run Fdy. Co., 
Cieveland, Ohio 


Waterloo Register Co., 


Waterloo, Iowa 


Regulators—Damper. 


Parker Supply Co., ’ 
New York, N. Y. 


Repair an Radiator. 


Curfman Mfg. Co., L., 
Niaryville, Mo. 


G. & O. Mfg. .. 


New Haven, Conn. 


Repairs—Stove & Furnace. 
Hessler Co., H. E., Syracuse, N. Y. 


Ridging. 


American Rolling Mill Co., 
Middletown, Ohio 


Rivets—Stove. 


Kirk-Latty Mfg. Co., 
Cleveland, Ohio 


Roasters. 


Lalance & Grosjean Mfg. Co., 
Chicago, Ill. 


Rod Clips—Damper. 


Parker Supply Co., 
New York, N. Y. 


Rods—Stove. 


Kirk-Latty Mfg. Co., 
Cleveland, Ohio 


Rolls—Forming. 


Bertsch & Co., 
Cambridge City, 


Ind. 
Roof—Flashing 
Hessler Co., H. E., Syracuse, N. Y. 


Reofing—Iron and Steel. 


American Rolling Mill Co., 
Middletown, Ohio 


Burton Co., W. J., Detroit, Mich. 
Cortright- Metal Roofing Co. 

Philadelphia, Pa. 
Friedley-Voshardt Co., 

Chicago, Ill. 

Milwaukee Corrugating Co., 

ewe Wis. 
Osborn Co., The J. M. & lL. 

Cleveland, ASnio 
Inland Steel Co. Chicago, IIl.. 
Sykes Co., The Chicago, Ill. 


Roofing—Zinc. 


Illinois Zine Co., 
New York, N. Y. 


New Jersey Zinc one The, 
New York, N.Y. 


Rubbish Burners. 


Hart & Cooley Co., 
New Britain, Conn. 


Schocls—Sheet Metal Trades. 


Zideck School of Sheet Metal 
Trades, New York, N. Y. 


Schools—Sheet Metal Pattern 
Drafting. 

St. Louis Technical Institute, 

St. Louis, 

Zideck Auto Radiator School, 

New York, N. Y. 


Mo. 


Schools—Automobile Radiator 
Repairing. 
Zideck Auto Radiator School, 
New York, N. Y. 


Screens—Perforated Metal. 


Harrington & King Perforating 
Co., Chicago, Il. 


Screws—Sheet Metal. 


Parker Supply Co., 
New York, N. Y. 


Screw Drivers. 
North Bros. Mfg. Co.. 


Shears—Hand and Power. 
Philadelphia, Pa. 


Ewert & Kutscheid Mfg. Co., 
Chicago, Til. 


Marshalltown Mfg. Co., 


Marshalltown, Iowa 
Viking Shear Co., Erie, Pa. 
Sheets—Asbestos 
Manny Heating Supply Co., 
Chicago, Ill. 


Sheets—Black and Galvanized. 
American Rolling Mill Co., 


Middletown, Ohio 


Inland Steel Co., Chicago, Ill. 


Osborn, The J. M. & L. A., 
Cleveland, "Ohio 
Sykes Co., The, Chicago, Ill. 
Sheets—Iron. 


American Rolling Mill Co., 
Middletown, Ohio 


Shields—Heat Radiator. 


Thomas & Armstrong Co., The 
London, Ohio 


Shingles—Zinc. 


Illinois Zine Co., 
New York, N. Y. 


Sifters—Ash. 


Diener Mfg. Co., G. W., 
Chicago, Ill. 


Sifters—Flour. 


Meyers Mfg. Co., Fred J., 
Hamilton, Ohio 


Sky Lights. 
Burton Co., W. J., Detroit, Mich. 


Messinger & Parks Mfg. Co., 
Aurora, Ill. 


Sykes Co., The, Chicago, Il. 
Smoke Pipe—Cast Iron, 


Manny Heating Supply Co., 


Chicago, Ill. 
Waterloo Register Co., 
Waterloo, Iowa 
Solder. 
Chicago Solder Co., Chicago, Ill. 


Soldering Furnaces. 


Ashton Mfg. Co., Newark, N. J. 
Bernz Co., Otto, Newark, N. J. 
Burgess Soldering Furnace Co. 
Columbus, Ohio 
Clayton & Lambert Mfg. Co., 
= roit, Mich. 
Diener Mfg. Co., G. W., 
Chicago, Ill. 


Double Blast Mtg. Co. 
North Chicago, Ill. 


Hones, Inc., Chas. A., 
Baldwin, Long Island, N. Y. 
Quick Meal Stove Co., 
St. Louis, 
Turner Brass Works, 
Sycamore, IIl. 


Mo. 
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Specialties—Hardware, 


Bullard & Gormley, Chicago, IIl. 


Diener Mfg. Co., G. W.., 
Chicago, IIl. 


Hardware Specialty Co., 
Fort Wayne, Ind. 


Heller Bros. Co., Newark, N. J. 
Hessler Co., H. E., Syracuse, N. Y. 
Hyfield Mfg. Co., New York, N. Y 
Lovell Mfg. Co., Erie, Pa. 


Parker Supply Co., 
New York, N. Y. 


Vaughan & Bushnell Mfg. Co., 
Chicago, IIl. 


Sporting Goods. 
Bullard & Gormley, Chicago, IIl. 


Stains—Oil and Acid. 
Federal Varnish Co., Chicago, Ill. 


Stars—Hard Iron Cleaning. 


Fanner Mfg. Co., Cleveland, Ohio 


Statuary. 


Friedley-Voshardt Co., 

Chicago, Ill. 
Gerock Bros. Mfg. Co., 
St. Louis, Mo. 


Stoves—Camp. 
Quick Meal Stove Co., 
St. Louis, Mo. 


Stoves—Gasoline and Kerosene. 


American Stove Co., St. Louis, Mo. 
Clark & Co., Geo. M., Chicago, Ill. 
Dangler Stove Co., Cleveland, O. 


Quick Meal Stove Co., 
St. Louis, Mo, 


and Ranges. 


American Stove Co., St. Louis, Mo, 
Clark & Co., Geo. M., Chicago, III. 
Clinton Furnace Stove Co., 
Clinton, Ind. 
Copper Clad Malleable Range Co., 
St. Louis, Mo. 
Dangler Stove Co., a oO. 
Gohman Bros. & Kahle 
New Albany, 
Independent Stove Co., 
Owosso, Mich. 
Jungers Stove & Range Co., 
Grafton, 
Malleable Iron Range Co., 
Beaver Dam, Wis. 
Michigan Stove Co., The, 
Detroit, Mich. 


Stoves 


Ind. 


Wis. 


Orbon Stove Co., Belleville, Ind. 
Quick Meal Stove Co., 
St. Louis, Mo. 


Stove Pipe Reducer. 


Sullivan-Geiger Co., 
Indianapolis, Ind. 


Tacks, Staples, Spikes. 


American Steel & Wire Co. 
Chicago, Til. 


Tiles and Shingles—Metal, 
Burton Co., W. J., Detroit, Mich. 


Cortright Metal Roofin 
Phi Hadeipnia, Pa. 


Hopson Co., W. C., 
Grand Rapids, Mich. 


Illinois Zinc Co., New York, N. Y. 


Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Thomas & Armstrong Co., The, 
London, Ohio 


Tinplate. 


Osborn Co., The J. M. & L. 
Gisellanh:, AShio 


Tin—Perforated. 


os . “Watton & King Perforating 
Chicago, IIl. 


Tools—Auto Repair. 


Curfman Mfg. Co., F 


L., 
Maryville, Mo. 
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Tools—Carpenter. 


Vaughan & Bushnell Mfg. Co., 
Chicago, Ill. 


Tools—Tinsmith’s. 
Bertsch & Co. 
Cambridge City, 
Dreis & Krump Mfg. Co. 
Chicago, Til. 
Ewert & Kutscheid Mfg. Co., 
Chicago, Til. 


Ind. 


Hopson Co., W. C., 
Grand Rapids, Mich. 
Maplewood Machinery Co., 
Chicago, Ill. 
Marshalltown Mfg. Co 
Morenaliows, Pine 
Osborn Co., The J. M. 
deta MBnio 
Vaughan & Bushnell wre. Co., 
Chicago, IIl. 
Viking Shear Co., Erie, Pa. 
Whitney Mfg. Co., W. 
Rockford, Til 
Whitney Metal Tool Co., 
Rockford, Ill. 


Torches. 
Ashton Mfg. Co., Newark, N. J. 
Bernz Co., Otto, Newark, N. J. 


Burgess Soldering Furnace Co., 
Columbus, Ohio 
Clayton & Lambert Mfg. Co., 
Detroit, Mich. 
Diener Mfg. Co., G. W., 
Chicago, Ill. 
Double Blast Mfg. Co., 
ge Chicago, Ill. 
Hones, Inc., Chas. 
Baldwin, A Island, mM. Be 
Quick Meal Stove Co., 
St. Louis, Mo. 
Works, 
Sycamore, IIl. 


Turner Brass 


Transit Companies. 


Cleveland & Buffalo Transit Co., 
Cleveland, Ohio 


Trimmings—Stove. 
Fanner Mfg. Co., Cleveland, Ohio 
Valves—Humidifier. 
Haynes, Kansas City, Mo. 
Varnishes. 

Cornish & Co., J. B., Chicago, Ill. 
Federal Varnish Co., Chicago, Ill. 


Ventilators. 
Berger Bros. Co., Philadelphia, Pa. 


iedley-Voshardt Co., 
verte “a Chicago, Til, 


Messinger & Parks Mfg. ©o., 
Aurora, IIil. 


aukee Corrugating Co., 
one Milwaukee, 


d Ventilator Co 
Grandes Le wibers. a 


& Armstrong Co., 
sae Le ‘Ohio 


Wis. 


Ventilators—Ceiling. 


1 Co., 
Mart & Cos oT ew Britain, Conn. 
Fdy. Co. 
Cleveland. Ohio 


l Mt Co., 
Tuttle & Bailey &. New York 


Henry Furnace & 


Water Heaters—Oll Burning. 
Dangler Stove Co., Cleveland, O. 


Wire. 


teel & Wire Co 
American Ste Chicago, tl. 


Wrenches. 
0., 
_ wae - Worcester, Mass. 
Wringers—Clothes. 
Lovell Mfg. Co., Erie, Pa. 
Zinc. 


i fan 
Illinois Zinc Co. New York, N. ¥. 


as | Co., The, 
eer Say New York, N. Y. 


Zine—Slab. 


linois Zinc Co., 
aaee New York, N. Y. 





